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Sell This Remarkable Heater Which 
Burns Soft Coal Without Smoke—the 


Superior SUPER-SMOKELESS Furnace 


Superior Super-Smokeless Furnaces have 
been tested in soft coal regions under every- 
day conditions. They entirely eliminate.the 
smoke problem and operate successfully with 
the cheapest grades of soft coal--the smoke and 
gases ordinarily wasted are utilized as fuel. 











The Super-Smokeless feature is 
secured by the admission of heated 
air (oxygen) above the combustion ‘AIR 
dome, on the principle of the Bunsen BLET 
Burner. Heavy smoke and gases 
are changed to extremely hot flames 
that swirl through the radiator, gener- 
ating more heat from less coal than ever 
before possible with a soft coal furnace. 


Get the agency for Super-Smokeless 
Furnaces—pipe or pipeless. Satisfy a big, 
definite demand for heating plants that 
can burn soft coal without smoke. Re- 
place furnaces and boilers of equal heat- 
ing capacity with Super-Smokeless 
Furnaces which are cleaner in operation, 
use less fuel and burn the cheapest grades 
‘lof coal successfully. 

Write today—specify whether you wish 
to sell pipe or pipeless Super-Smoke- 
less Furnaces, or both. Don’t delay if 
you wan: this money-making agency—it 
means you can control the heating busi- 
ness in your territory. 


UTICA HEATER 
COMPANY 


UTICA, New York 
218-220 W. Kinzie St., Chicago, III. 
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One-piece grating, bar 
steel. 82° open area. 


Two-channel air space in 
sectional inner casing. 


Super insulator. 


Large combustion 
chamber is a big fuel 
saver. 


One-piece smoke 
pipe with check and 
damper. Positive fire 
control. 


Scuttle firepot. 
Straight and very 
deep. Full view of 
grate. Heaviest pot 
made. 


Very deep ashpit. 
Square back to fit 


square nose shovel. 
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Adjustable water pan 
evaporates 10 to 25 gallons 
per day. 


Fins increase radiating sur- 
face 45%. An air-cooled 
heating machine. 


Long way of feed 
door is_ horizontal. 
Compare with others. 


Smoke consuming de- 
vice feeds oxygen 14 
inches above firepot. 


Waterpan for pipe 
job all inside of front 
—the hottest place 


Extra-heavy cone- 
center dump grate. 
Burns all fuels. 


Air space under ash- 
pit with outlet and 
supply. No heat loss 
into floor. 
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THE THREE THINGS VITAL IN ADVERTISING. 


Just as three things are necessary to com- 
plete a sale by the spoken word so the same 
three things are necessary in completing a 
sale by the written word. 

Did you ever see a salesman make a sale 
without showing the article, or without ex- 
plaining what the article is, what purpose it 
will serve, how well it will serve that pur- 
pose and without at some time during the 
transaction telling the prospect what the ar- 
ticle will cost him? 

Even if the article happens to be wire nails, 
it is necessary to say something about the size 
or kind—and surely it is necessary to ask the 
purchaser for the money. 

And yet, we find hardware merchants who 
in this day and age are unwilling to quote 
prices in their advertisements! 

Sometimes they will say that a 
price quotation detracts from the dignity of 
their business, because by quoting a price they 
sort of put themselves on the level of the 
chronic price cutter. 





definite 


Sometimes their excuse is that an openly 
quoted price makes it possible for their com- 
petitor to offer the same article at a lower 
price. 

Sometimes their only explanation is that 
they have never quoted prices in their ad- 
vertisements. 

The other day we visited a hardware store 
where practically everything was marked in 
characters instead of plain price figures. 

The owner explained that the people from 
whom he drew most of his trade were in the 


habit of trying to beat his prices down, so it 
was necessary to ask more than he really ex- 
pected to obtain. 

And yet, these very 
their groceries, dry goods, clothing, shoes and 
other items at stores in the same block where 


same people bought 


the plain price figures was the rule! 


There can be only two reasons for the 


“blind” price. 

Either the dealer is dishonest—in that he is 
unwilling to give Mrs. Jones the same deal 
that he gives to Mrs. Smith, and dishonesty 
is the only word that fits such a case. 

Or he is a weak sister, without the back- 
bone to stand up for his wares and the price to 
which he is entitled. 

There was a time when even Marshall Field 
and John Wanamaker had their wares marked 
in characters, but that period is so far back 
that few of those who are actively in business 
today can remember it. 

And today the department manager in any 
of their stores who would propose such a 
method would be in danger of losing his posi- 
tion and being sent to a psychopathic hospital 
for observation. 

What is the principal reason for the gigan- 
tic size of these mercantile enterprises? 

Just one set rule: Sell the best value you 
can for the money you ask—and be specific in 
quoting your price: 

That rule holds good both in personal sell- 
ing and in selling by advertisements. 

And keep this in mind— 

The quoted price does not mean a cut price. 
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Random Notes and Sketches. 


By Sidney Arnold 

















W. MENK of Excelsior Steel 
¢ Furnace Company, Chicago, 
Illinois, president Western Warm 
Air Furnace & Supply Association, 
sends me the following story, with 
the comment that it reminds him of 
the way some of the furnace men 
answer questions pertaining to the 
lay out a warm air heater job: 

A young foreigner was being 
tried in court and the questioning 
by the lawyer for the prosecution 
began. 

“Now, Laszky, what do you do?” 

“Vat do I do, ven?” 

“When you work, of course.” 

“Vy, I vork.” 

“I know, but what at?” 

“At a bench.” 

“T know—I know, but where do 
you work at a bench?” 

“In a factory.” 

“What kind of a factory 

“Brick.” 

“Ah, now we're getting there. 
The factory makes bricks?” 

“No, de factory is made of 
bricks.” 

“Oh, Lord! Laszky, what do you 
make in that factory ?” 

“Eight dollars a veek.” 


>) 


“No, no! What does the factory 
make ?” 

“I dunno. <A lot of money, I 
tink.” 


“No, listen. What kind of goods 
does the factory produce?” 

“Oh, good goods.” - 

“But what kind of good goods?” 

“The best dere is.” 

“Of what?’ 

“Of dose goods.” 

“Your honor,” said the lawyer, 
“I give up.” 

* * * 

In explaining warm air heaters 
to customers it is well to avoid all 
technical expressions, says W. T. 
Strangward, general manager For- 
est City Foundry & Manufacturing 
Company, Cleveland, Ohio. He 
cites an example: 

“Are you sure you have shown 


me all the principal parts of this 
car?” asked the fair prospective 
purchaser. 

“Yes, madam, all the main ones,’ 
returned the dealer. 

“Well, then, where is the depre- 
ciation? Tom told me that was one 


of the biggest things about a car.” 
x ok x 


6 


A. N. Brayer, secretary Coopera- 
tive Foundry Company, Rochester, 
New York, puts me under obliga- 
tion to him for the laugh which I 
got from this story: 

“What shall we do tonight?” 
asked one college man of his chum. 

“Let’s toss for it,” suggested the 
other. 

“All right,” agreed the first. “If 
it’s heads we’ll go to a dance; if it’s 
tails we'll go to the movie; if it 
stands on edge, we'll study.” 

*x* * * 

A new version of the well-known 
advertising slogan, ‘Eventually, 
Why Not Now?” is furnished as 
follows by E. C. (“Buck”) Taylor, 
president of the Wisconsin Aux- 
iliary : 

Mandy and Rastus had become 
engaged, but Mandy still had mis- 
givings. 

“Big boy,” she murmured one 
evening, “Ah knows yo’ loves me, 
but huccum you comes roun’ 
wantin’ to marry me so soon after 
yo’ loses yo’ job?” 

“Sho, Mandy,” he replied reas- 
suringly, “what’s de difference does 
Ah quit work and marry yo’, or 
marry yo’ an’ quit work?” 

* * 

Talking about percentage as ap- 
plied to volume of sales, E. C. Haas 
of Le Mars, Iowa, field secretary 
Iowa Retail Hardware Association, 
says that it is still somewhat of a 
mystery to some dealers—which re- 
minds him of a story: 

A colored revival was in full 
blast, and one old fellow was ex- 
horting the people to contribute 
generously. 
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“Look what de Lawd’s done fo’ 
you-all, bredren!” he shouted. “Give 
Him a portion of all you has. Give 
Him a tenth. A tenth belongs to 
de Lawd!” 

“Amen!” yelled a_ perspiring 
member of the congregation, over- 
come by emotion. “Glory to de 
Lawd! Give Him mo’. Give Him 
a twentieth !” 

* * * 


George B. Carr of Carr Supply 
Company, Chicago, Illinois, was 
walking East in Lake Street the 
other day when he overheard the 
following conversation: 

A prim and proper young miss 
was much horrified on the street to 
find a small boy, apparently not over 
six years old, smoking a cigarette. 

“Little boy,” she commanded. 
“Throw down that horrid thing this 
minute.” 

“Go chase yerself, lady,” an- 
swered the infant  disdainfully. 
“Hunt yer own. I found dis one 
meself.” 

“ok Ok Ok 


Information is not of much value 
unless it is put to some use, de- 
clares J. C. Knox of Waterloo Reg- 
ister Company, Waterloo, Iowa. 


He quotes a case to the. point: 

A guest hurried up to the hotel! 
clerk’s counter. He had just ten 
minutes to pay his bill, reach the 
station and board his train. 

“Hang it!” he exclaimed. “I've 
forgotten something. Here, boy, 
run up to my room—Number 427 
—and see if I left my pajamas and 
shaving kit. Hurry, I’ve only five 
minutes now.” 

The boy hurried. In four min- 
utes he returned, out of breath. 

“Yes, sir,” he panted. “You left 
them.” 

* * * 


An almost infallible cure for in- 
somnia has been discovered, says 
H. E. Marsh, manager of sales, 
Marsh Lumber Company, Dover, 
Ohio. Here it is: 

Every evening keep repeating to 
yourself: “I am a night watchman, 
I am a night watchman, I am a 
night watchman.” 
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Kitchen Ranges Can Be Sold 
Profitably in Summer Months. 


Manufacturer Gives Cogent Reasons for 


Continual Selling Effort All Year. 


66 HE season is over. It is no 

use trying to sell kitchen 
ranges now. The weather is get- 
ting warm, and you simply can not 
get women interested in them, and 
of course if the women are not in- 
terested, the men folks are not go- 
ing to spend the money.” 

[ believe that Iam giving voice 
in the foregoing paragraph to the 
opinion of nine out of ten hardware 
dealers—and yet I know that every 
one of these nine is wrong. 

You know the story of the jury 
which could not come to an agree- 
ment and therefore was discharged 
by the judge. 

After they left the court room 
one of the jurors was heard to re- 
mark to one of his friends: “That 
was the most stubborn lot of men 
that I have ever had to do with. 
It was simply out of the question 
for any one to convince them that 
I was right.” 

The jury stood eleven to one, 
and the speaker was the sole per- 
son to stand out against agreement. 
He felt that all the eleven were 
stubborn. 

At the risk of being called stub- 
born I am going on record and say 
that the hardware dealer who says 
that kitchen ranges can not be sold 
in June or July, either does not 
know what he is talking about or 
is unwilling to make the extra ef- 
fort that it takes to sell them dur- 
ing the summer months. 

Kitchen ranges are being sold, 
right now, in territory where it is 
eighty and ninety in the shade, right 
now. 

And they are being sold in num- 
bers large enough to justify the ef- 
fort. The profits and the turnover 
is of the sort that pleases both the 
manufacturer and the banker, and 
of course the hardware merchant is 
happy. 

How do I know? 

From the fact that the orders 


from the hardware merchants for 
these ranges are passing over my 
desk every day in the week. 

A kitchen range does no more 
belong in the class of seasonable 
merchandise than does sugar or 
flour. 

It is an article which is in use 
365 days in the year—three times 
a day. 

So what real reason is there for 
not making a real effort to sell 
kitchen ranges every day in every 
month during the entire year? 

I shall admit right here that what 
I am saying here has a selfish pur- 
pose—I want to make and sell more 
kitchen ranges—but unless what I 
do say is based on actual facts my 
statements will have just the op- 
posite effect. I can make and move 
ranges at a profit to me only when 
the hardware merchants who buy 
these ranges from me can sell them 
as fast as I make them, and sell 
them at a fair profit to themselves. 

So after all—the bit of sugges- 
tion that I have thrown out in this 
article is for the benefit of the mer- 
chant fully as much as for me. 

A real profitable business on 
kitchen ranges can only be built up 
and retained by a continued hunt 
for prospects. 

Simply buying a few ranges and 
placing them on your sales floor 
will not build a real business for 
you—any more than sitting on a 
tree stump with a gun across your 
legs and waiting for game to pass 
by will fill your bag—you have to 
seek out the game. 

Every month some young people 
are getting married. 

Do you know who they are, and 
do you know when the happy event 
will take place? 

That list of prospects is an ever- 
changing one. 

How many ranges did you sell 
to Mr. and Mrs. Newlywed or To- 
be-wed last year. 
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Is there any good reason why 
you should not sell more to that 
class of customers than last year? 

And now I am going to touch 
on something that some of you will 
not like. 

My instructions to our salesmen 
is this: 

“Make every town that has a 
hardware store and sign up a mer- 
chant in every town, so far as pos- 
sible, even if the towns are only 
seven or ten miles apart.”’ 

I can just hear the how] that goes 
up when you read this. 

And yet, these instructions are 
for the good of our customers as 
well as for our interests. 

Here is Mrs. Jones who is figur- 
ing on buying a range. She has 
been approached by Smith who sells 
my ranges in Poseytown and also 
by Williams who sells some other 
make. She is thinking the matter 
over. 

One day she has business in the 
next town down the line, and she 
sees my range in one of the hard- 
ware stores there, but the one that 
is handled by Williams is not rep- 
resented there, because Williams 
has “exclusive territory.” 


Next week she travels to the next 
town up the line and the same con- 
dition obtains there. 

What other conclusion can she 
draw than that there must be some- 
thing especially worth while about 
my ranges which makes hardware 
merchants anxious to sell them? 

And keep this in mind— 

The pleased customer can help 
you a lot to increase your sales. 
The bigger, therefore, the list of- 
purchasers of my make of ranges 
in a given section is, the better will 
be the chances for the merchant 
who sells my ranges. 

We have letters from customers 
of ours which tell of instances 
where the sale of one range resulted 
in as high as six more to members 
of the same family. 

So keep on pushing for kitchen 
range business during the summer 
months. 

Do not take it for granted that 
June and July and August are not 
good for kitchen range sales. 
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They are and by a little extra ef- 
fort you can make those ordinarily 
dull months just as profitable as 
April and September. 





Home Town Dealer Boosts Sales 
of Home Town Made Stove. 


ERE is another example of a 

home town store boosting the 
product of a home town factory. 
About a year ago, according to the 
advertisement of Neuman & Ket- 
tler, retail dealers at Lima, Ohio, 
Fred Schulenberg invented a wick- 
less oil kitchen range. A company 
was organized under the name of 
the Vapo Stove Company to man- 
ufacture this new range and the fin- 
ished product is now being adver- 
tised by one of the Lima dealers, as 
shown herewith. 

Allowing for the enthusiasm 
which is only natural for the adver- 
tising man, the statements made in 
the announcement are of such a 
character that they carried enough 
interest to cause many Lima house- 
wives to inspect this new kitchen 
range, and from information which 
has come to this office, a consider- 
able number of Vapo stoves have 
been sold by Neuman & Kettler. 

A few weeks ago, a representa- 
tive of AMERICAN ARTISAN AND 
HARDWARE Recorp had an oppor- 
tunity to examine this new range 
and was much impressed with the 
simplicity and efficiency of its op- 
eration. 

While no special effort will be 
made this year to solicit orders ex- 
cept in the section of Ohio and In- 
diana near Lima, the management 
of the Vapo Stove Company states 
that it is planned to have everything 
in readiness for a vigorous selling 
campaign for 1923 business. 

The advertisement is well writ- 
ten, but probably the copy was late 
in reaching the printer, for the proof 
reading was not as careful as it 
might have been, the paragraph re- 
ferring to the material of which the 
range is made reading “———, made 
of ‘Armo iron.’” Undoubtedly 
this should have been spelled with 
a “C,” so that the description would 
read “Armco iron.” 


Hurrah! It Has Arrived--At Last 
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The Wonder Range--The Lima VAPO STOVE 


Lima’s newest industry, patented, financed 


and manufactured by Lima people exclusively 
—the first ODORLESS, WICKLESS, SAFE, 
SIMPLE, ECONOMICAL OIL RANGE in the 
world, is ready for the first time—TODAY. 


It Marks a New Day in Cooking Economy 


A few years ago, Fred Schulenberg, a Lima 


boy, working in one of our local factories, had a 
dream. He could see, that in the not too far dis- 
tant future, the supply of natural gas would be 
exhausted. Man must find for her a fuel, and, 
more particularly a STOVE, that was CLEAN. 
SAFE, SIMPLE and ECONOMICAL. 


Mr Schulenberg worked many nights at home—after a hard days work at 


the shop—to discover a stove that would meet these requirements—a safe, 


simple, economical stove, independent of gas. 


About a year ago, he was re- 


warded for his hard work, by discovering the operation of PERFECT COM- 
BUSTION in a PATENTED BURNER that would give three.times as 
much heat, at ONE HALF the EXPENSE. 


After much delay, in getting in special machines designed, the factory was 
started. So here is the product ready for LIMA PEOPLE. And, its the 


LAST WORD in an OIL RANGE. Not only inthe U. S., 


but in the 


WORLD Our Washington Patent Office SAYS SO. Fred Schulenberg’s 
dream is realized, at last. 


VAPO OID RANGES have NO WICKS. Burners are guar- 
anteed for life of stove. Only ODORLESS OIJL STOVE 
made. 


Protecting Shield for Burner. no 
burners. It's fool proof. 
can torn it on or off. 


“boll-over” to clog 
Automatic locking device, no child 


Hotter and faster fire than any gas hot plate, therefore 
quicker cooking at half the expense, 


Not a tin oil stove, but a RANGE, made of Armo iron and 
Lima Sheet Metal. 


NOW THEN, LISTEN! 28 hours of burning on a gallon 


of kerosene. At 4 hours each day, for cooking, means only an 
expense of SINTY CENTS PER MONTH: 


Tf vour gas bill has been from $6 to $32 per month, you can SAVE the 
price of this new VAPO STOVE from 2 to 9 months. 


Made in beautiful combmmation white and black enamel. 


Sold Either for Cash or on Account. 


NEUMAN C& KETTLER 


Newspaper Advertisement Used by Neuman & Kettler, Retailers of 
Lima, Ohio, in the Republican-Gazette, Announcing the Placing 
on the Market of the Vapo Stove, a Home Town Product. 


Know All About the Stoves 
Which You Sell. 


Knowledge 


brings profit where applied. 


the stoves which you sell. The 
nore you are able to tell the cus- 
tomer about the quality and service 
of a stove the greater is your chance 
of closing the sale. 


is power—and it 


Study 
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Events and Progress of the Hardware Trade. 


What the Retailers, Jobbers and Manufacturers Are Doing. 
Latest Selling Methods and Experiences of Successful Men. 


Makes Special Varnish Offer 
to Dealers. 

In practically every community 
served by a hardware store, there 
are possibilities of developing a 
profitable trade in paints and var- 
nishes. 

The Clean-up and Paint-up Cam- 
paign, carried on in all parts of the 
country, puts the public in the right 
frame of mind for the favorable 
reception of selling appeals in be- 
half of paints and varnishes. 

There is an especially promising 
field for the enlargement of sales 
of varnishes. 


Therefore, the dealer will find it 
to his advantage to investigate the 
special thirty day offer made else- 
where in this issue of AMERICAN 
ARTISAN AND HARDWARE RECORD 
by the Federal Varnish Company, 
2837-55 Irving Park Boulevard, 
Chicago, Illinois. 

At the bottom of the advertise- 
ment of this Company in the pres- 
ent issue of AMERICAN ARTISAN 
AND HARDWARE RECorD is a coupon 
in the form of an order blank which 
makes it easy for the dealer to avail 
himself of the benefits of this spe- 
cial offer. 


Enjoin Southern Hardware Jobbers from 
Interfering with Retail Buying Agencies. 


Federal Trade Commission Holds Illegal Their Attempt to Prevent 
Buying Organizations from Securing Regular Wholesale Prices. 


Y AN order issued during the 

past week, the Federal Trade 
Commission holds that the South- 
ern Hardware Jobbers’ Association, 
a number of its constituent mem- 
bers, and its officers have violated 
the act creating the commission by 
using unfair methods of competi- 


tion, in that they have by agree- 


ment with certain manufacturers of 
tools and other hardware prevented 
certain cooperative retail buying or- 
ganizations from obtaining such ar- 
ticles at the same regular wholesale 
prices that were accredited to so- 
called legitimate jobbers. 

The specific charge of the Fed- 
eral Trade Commission is found in 
the following quotation from the 
above-mentioned order: 

“That the respondents conspired 
and agreed among themsebves and 
with others to induce and coerce 
members of the American Hard- 
ware Manufacturers’ Association by 
means of boycott and threats to boy- 
cott, to refuse to deal with, or to 
sell to, in interstate commerce, the 


Merchants’ Cooperative Association 
and the American Purchasing Com- 
pany upon the same terms and con- 
ditions given by the members of 
the said Manufacturers’ Associa- 
tion to the respondents, and thus 
compelied the American Purchas- 
ing Company and the Merchants’ 
Cooperative Association and their 
stockholders to purchase as retailers 
from their competitors, the mem- 
bers of the Southern Hardware 
Jobbers’ Association, and upon the 
same terms and conditions given by 
the members of the Association to 
their retail customers. 


“That the purpose and intent and 
result of all these activities on the 
part of the Southern Hardware 
Jobbers Association, its officers and 
members, was unduly to hinder 
competition in interstate commerce 
between the members of the re- 
spondent Jobbers’ Association on 
the one hand, and the Purchasing 
Company and the Cooperative As- 
sociation on the other, and unduly 
to hinder the two latter from ob- 


taining hardware and hardware sup- 
plies from the said manufacturers 
thereof, and thereby unduly to hin- 
der competition in the distribution 
of hardware and allied 
interstate com- 


and sale 
commodities in 
merce.” 

The law under which the Fed- 
eral Trade Commission was insti- 
tuted provides that the respondents, 
the Southern Hardware Jobbers’ 
Association, may appeal the case to 
the United States Circuit Court of 
Appeal, but at this time no notice of 
such appeal has been filed. 





Novel Device Draws Attention 
to Special Sale. 

Next time you have a reduction 
sale in your store, you can bring it 
to tne forceful attention of those 
who pass, by a unique stroke of 
advertising. 

Get an old axe—one that is nicked 
so that it can be seen to have had 
much use. 

Put it in your window with a 
large placard reading: 

“This axe has had hard usage in 
cutting prices for this sale.” 

Little touches of this kind that 
are different will secure favorable 
attention. 





Wants to Get Repairs for 
“Winner” Lawn Mower. 
To AMERICAN ARTISAN AND HArpD- 
WARE RECORD: 
Will you kindly advise me where 
I can get repairs for the “Winner” 
lawn mower? 
Yours very truly, 
W. E. 
——, Illinois, May 24, 1922. 


Briccs. 





Don’t take advantage of 
customers by overcharging them on 
work. They may not say anything 
about it, but you'll be apt to won- 
der why they don’t patronize you 
again. 


your 
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Screens and Screen Enamel Can Be Sold in 


Bigger Volume by Applying Your Knowledge. 


Study the Three Advertisements Reproduced Herewith and 
Observe Use of Facts of Health, Economy and Durability. 


F YOU had a dollar for every 

time that you have read or heard 
the statement, “Merchandising is a 
matter of service,” you could afford 
to retire from business and spend 
the rest of your life in the utmost 
luxury. 

John D. Rockefeller used the 
same arithmetic in building up his 


OY 
4 


ject to being put in the kindergar- 
ten class. 

Everybody knows that screens 
are for the purpose of keeping out 
flies. : 

This is a truth almost in the same 
group with the truths of arithmetic. 

But your profits depend upon 
how you use this truth, just as 


haven’t al- 
ready Screened 
Your home, have it 
done at once and 
Keep Out the Flies 
and Other Pests all 
summer. There’s no 
better Health Insur- 
ance than a Well- 
Screened Home. 


If you 


We Have the Ma- 
terials. Let Us 
Quote You on Your 


Needs 


Golden Hardware Co. 


Hardware Farm Implements Builders’ Supplies 





Advertisement of Golden Hardware Company, Reproduced from the Tifton Ga- 
zette, Tifton, Georgia. 


vast fortune that you use in buy- 
ing and selling hardware. 


No doubt, you would resent any 
one’s using a heavy oratorical tone 
to convey to you the information 
that two and two make four. 

If it were done with a great as- 
sumption of authority, you would 
probably become indignant and ob- 





John D. Rockefeller’s profits de- 
pend on his use of the elementary 
truths of arithmetic as factors in 
his business. 

From the simple statement that 
screens are for the purpose of 
keeping out flies, a countless num- 
ber of trade developments may be 
evolved. 





by screening your house.” 
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You can sell a limited number of 
screens by saying to prospective 
customers that screens will keep 
out flies and mosquitos and thus 
protect them from the annoyance 
of these pests. 

You can make your selling talk 
stronger by showing that flies are 
scavangers—filthy beyond the pow- 
er of words to tell. 

Moreover, you can play upon the 
fears of the people in a perfectly le- 
gitimate way by pointing out the 
danger of deadly diseases the germs 
of which are carried by flies. This 
has been proved beyond all con- 
troversy. 

A fly taken from the room of a 
typhoid fever patient was placed 
upon culture medium under a glass 
case and allowed to walk around 
for a few moments. 

Then the culture medium was 
placed in an incubator and after a , 
while removed for examination. 

It was found that literally mil- 
lions of typhoid fever germs were 
swarming over the culture medium. 

The fly is one of the most harm- 
ful disease carriers. 

The fly comes from a putrifying 
mass outdoors, carries the filth into 
the house, and spreads it over the 
food which the people eat. 

Without doubt, this is a more ef- 
fective selling argument in behalf 
of screens than merely 
“keep out the flies and mosquitos 
So, you 
see, a great deal depends upon how 
you develop the facts at your dis- 
posal in your advertisement and 
selling talks. 


saying, 


Owing to the persistent and wide- 
spread campaign of the United 
States Department of Health and 
of the various state and city boards 
of health, a big percentage of the 
people are already convinced of the 
necessity of protecting themselves 
and their families against unclean 
conditions and disease-carrving flies 
and mosquitos. 

In the South and, in fact, in all 
countries where there are marshes 
or stagnant waters, mosquitoes car- 
ry the germs of yellow fever and 
malaria. 

The little black and yellow band- 
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ed mosquito, called the Anopheles, 
carries the germ of malaria with 
its disagreeable chills and fevers. 

Now it is certain that if you in- 
form yourself regarding these facts 
and use them in a simple, straight- 
forward manner in your advertise- 
ments and selling talks, you will 
get a much larger volume of sales 
for your screens than if you con- 
tent yourself with mere statements 
to the effect that screens keep away 
the annoyance of flies and mosqui- 
toes. 

Then there is another develop- 
ment from the simple statement that 
screens help keep your house san- 
itary. 

This is the economic side of the 
question. Eternal vigilance is the 
price of health as well as of liberty. 

Therefore, screens need to be 
kept in good condition year after 
year. 

The rains of spring and summer 
beat against them and soon wash 
out last year’s screen enamel. 

Consequently, before putting the 
screens away for the winter they 
need to be repainted. 

Again, in the spring, before put- 
ting the screens up for the season, 
they require another painting to ar- 
rest any process of rusting that may 
have set in while they were in stor- 
age. 

With the utmost care the ordi- 
nary screen material lasts only a 
few years. 

Now, wire screen cloth must be 
used to replace the screen which 
has rusted to an extent which per- 
mits flies and mosquitoes to enter 
through the holes thus made. 

Here the dealer has another sell- 
ing argument in behalf of better 
material. 

This is an application of the truth 
that merchandising is a matter of 
service. 


A considerable number of people 
in every community have been ed- 
ucated to the point where they real- 
ize that first cost must be judged by 
the length of service. 

Consequently, they are open to 
the arguments in favor of more per- 
manent screen material such as gal- 
vanized screen wire cloth. 


AMERICAN ARTISAN AND HARDWARE. 


Furthermore, the work of educa- 
tional propaganda inaugurated and 
promoted by the Copper and Brass 
Research Association, is a distinct 
help to the dealer in convincing his 
prospective customers of the ad- 
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vantages of using copper screen 


‘cloth. 


In localities along the sea shore 
where the action of the salt air 
quickly breaks down the structure 
of the ordinary screen cloth, copper 
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SCREEN Ir Now! 


HUT out mosquitoes and flies. Avoid the terrible risk of 

typhoid and malaria infections. Screen your windows and 
porches NOW.. Specify “PEARL” because it is sanitary— 
handsome—as near rust-proof as screen materia! can be. 
This is due to its metallic coating, a special process which 
insures long life. 
Look for the copper wires in the selvage that you may be 
sure you are getting genuine PEARL. 


Buy Gilbert and Bennet Pearl Wire and 
you get the best. 


Shaefer Hdwe. Co. 


THE WINCHESTER STORE 


The Largest ‘Selection of Hardware in Washtenaw Caunty 
23 Huron Street 124 Michigdin Ave. 














———— 


Advertisement of Shaefer Hardware Company, Reprinted from the 
Ypsilanti Press, Ypsilanti, Michigan. 
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screens are an economic necessity. 
In other localities, the advantages 
of copper screens lie in the perma- 
nence of this material. 
It requires no replacements of 
any kind except in the somewhat 


ae - er 0 at ee 
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which appeals to the average house- 


holder in the fall of the year. 


Many a man grumbles when he 
has to take down the screen and put 


them away for the winter. 


Copper screens can be allowed to 





SCREEN ENAMEL 
Saves screciis and 
screen decors from 
needless Warping 
and rusting. 

Beautifies and Protects. 
Does not clog up the mesh. 


Easily applied and dries 
QUICKLY. 


Black and Gree. 
Instructions oi each can. 


Lad 
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Calle iedlliecall Ps | 


Screen 
Out the 
First. Flies | 
Now 


Install your window 


screens and screen 
doors before the flies 
come. 


All common sizes of 
Screen Doors in stock-- 
bring the width and 
highth. measurements 
with you. 





a 


! Goldcamp Bros. & Co. 


The “a Paint Store 


In ordering our 
Wheeler Screens for 
windows bring meas- 


urements in widths an@ | 
heights of a pane of 
glass in every window 
you want screened. We 
have screen wire, any 
width, any length ordi- 
narily used in black, 
galvanized and copper 
screen wire cloth. 





Goldcamp Hardware Bldg: 





Advertisement of Screens and Screen Enamel of Goldcamp Brothers and Com- 
pany, Republished from the Irontonian, Ironton, Mich. 


rare instances where holes have 
been punched in the cloth acci- 
dentally by children at play or by 
some other cause. 

Copper screen cloth needs no 
painting. 
It possesses another advantage 


arguments in the selling of screens. 





remain in place winter and summer 
because they are impervious to the 
action of the elements. 

In the three advertisements re- 
produced herewith, you have ex- 
amples of the use of some of these 
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Thus, for instance, the Golden 
Hardware Company of Tifton, 
Georgia, whose advertisement is 
herewith reproduced from the Tif- 


ton Gasette of that city, uses the 
very effective logic that “there is 


no better health insurance than a 
well screened home.” 

The illustration in this advertise- 
ment is quite graphic and conveys 
the force of the advertisement with 
a maximum degree of power. 

The influence of the illustration 
is intensified by the admonition at 
the lower part of the oval, “Screen 
early.”’ 

The prodigious rate at which 
flies multiply is cleverly set forth 
by the Shaefer Hardware Com- 
pany, in connection with their ad- 
vertisement of screens which ap- 
peared in the Ypsilanti Press, Ypsi- 
lanti, Michigan. 

The Shaefer Hardware Company 
combines the argument of protec- 
tion against disease with the appeal 
of economy in the text of this ad- 
vertisement. 

With the advice, “Screen out the 
first flies now,” Goldcamp Brothers 
and Company feature a nationally 
advertised screen enamel in their 
advertisement which is herewith re- 
produced from the Jrontonian, 
lronton, Ohio. 

The reasons in support of the 
use of screen enamel are given 
briefly but convincingly. 

Besides, Goldcamp Brothers and 
Company tell the readers of their 
advertisement how to order screens 
and state that they have screen wire 
in lengths ordinarily used in black, 
galvanized, and copper screen wire 
cloth. This advertisement is at- 
tractively made up with a good il- 
lustration and plenty of white space 
to supply the needed contrast which 
gives emphasis to the selling mes- 
sage. 

The hardware dealer who be- 
comes convinced of the endless pos- 
sibilities of profit for his business 
in the application of the truth that 
“merchandising is a matter of serv- 
ice,” will derive valuable sugges- 
tions from the three different ad- 
vertisements reproduced on these 


pages. 
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Suggestions and Plans for Window Displays. 


Instructive Examples from Exhibits in AMERICAN ARTISAN 
AND HARDWARE RECORD Window Display Competition. 


WINDOW EXHIBIT WINS 
HONORABLE MENTION. 


Here and there in the vast mass 
of citizens making up our republic, 
there are men who take no interest 
in baseball. 

But they are so few in numbers 
as to be a negligible quantity. 


a 


The great majority of Americans 
are intensely intrigued by baseball, 
whether played professionally or by 
emateurs on town lots. 

Therefore, the appeal of the base- 
ball window display is almost uni- 
versal in its effect. 


lew fathers of families or elder 


Lrothers can be found who would 
refuse to buy baseball supplies for 
themselves or for the boys of the 
family. 

This window display, therefore, 
has the advantage of already estab- 
lished interest in the things which 
it shows. 


Window Display of Baseball Goods Awarded Honorable Mention in AMERICAN ARTISAN AND HARDWARE 
RECORD Window Display Competition. Arranged and Designed by David A. Gcodlad for the Salt Lake Hardware 
Company, South Main Street, Salt Lake City, Utah. 
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The arrangement of the goods 
was so attractively done that the 
display was judged to be worthy of 
honorable mention in AMERICAN 
ARTISAN AND Harpware ReEcorp 
Window Display Competition. 

This display was designed and ar- 
ranged by David A. Goodlad for 
the Salt Lake Hardware Company, 
South Main Street, Salt Lake City, 
Utah. 

In describing this window exhibit, 
Mr. Goodlad says that “the floor of 
the window was covered with white 
outing flannel. Three bats were 
placed at the four corners of the 
windows. Nearly every mitt and 
glove had a baseball in it. 

“Practically everything in the 
baseball line was displayed in the 
window. 

“The background feature of this 
display was a mam seated at a desk 
looking over his morning mail. He 
comes across the sporting paper and 
reads that it is National Baseball 
Week. 

“The calendar over his desk 
shows the dates and his mind is full 
of baseball. 

“You will notice baseballs with 
wings flying in the air, also baseball 
bats in the lower part of the back- 
ground walking toward the man at 
the desk. This is why we painted 
at the top of the background “The 
baseball bug is busy.’ 

“Our busines was increased more 
than fifty per cent as a result of 
this display.” 





Don’t Apologize for Prices, 
Explain Them. 


A New York hardware man, Sey- 
mour N. Sears, believes that we 
apologize too much for prices in- 
stead of explaining them. He says: 

“You pay a dollar and a quar- 
ter for a pound of candy, and then 
apologize to a man for charging him 
ten cents for a pound of nails. We 
have been accustomed to pay that 
much for candy and take it for 
granted that that is the price. 

“You take the millinery trade— 
a woman will buy a hat for, say, 
twenty-three dollars, and if you say 
anything about the price being high 
or the hat not being worth that 


much, she will say, ‘Well, you 
cought to see the prices of the other 
ones.” Perhaps the hat will get 
caught in the rain—it is spoiled— 
but the owner of it does not try to 
get another one in exchange. 

“In the making of a file, the steel 
for the manufacture of it goes 
through thirty-six operations before 
it reaches the yard of the file man- 
ufacturer, these operations being 
performed by only the most skilled 
mechanics. Then there are many 
more operations necessary in the 
manufacture of that file. 

“If a hat is worth twenty-three 
dollars, why is it that the file, which 
only skilled mechanics can make, is 
only ten cents—with a handle? 

“In the past, the hardware men 
have thought that competition was 
the life of trade. Cooperation is the 
life of trade. 

“Hardware men have told me that 
it was not possible to sell a hammer 
for more than sixty cents, and the 
war came and hammers went to a 
dollar and a quarter. It has gone 
up in proportion to what other 
things have, and is worth it. 

“My point is that we ought to 
get some more money out of the 
hardware business. The hardware 
men should have the same dignity 
as the lawyers, the linen men, etc. 
My thought is that the hardware 
man ought to get a price for his 
goods. 

“T believe if the hardware men 
would check half their goods, and 
marked these goods before they saw 
a bill, they would make some mon- 
ey. We have been 306 afraid of 
hurting somebody’s fee'irgs that 
we have not gone out to get a profit 
on our goods.” 


| Coming Conventions 














American Society of Heating and 
Ventilating Engineers, Semi-Annual 
Meeting, June 5, 6, and 7, 1922, Hotel 
Iroquois, Buffalo, New York, and June 
8, 9, and 10, 1922, Hotel Wolverine, De- 
troit, Michigan. C. W. Obert, Secre- 
tary, 29 West Thirty-ninth Street, New 
York City. 

Metal Branch National Hardware As- 
sociation, Hotel Statler, Cleveland, Ohio, 
June 9 and 10, 1922. W. H. Donlevy, 
Chairman, 1012-14 Cherry Street, Phil- 
adelphia, Pennsylvania. 

Associated Advertising Clubs of the 
World, Milwaukee, Wisconsin, June 11, 
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12, 13, 14 and 15, 1922. Carl Hunt, Sec- 
ey, 110 West 40th Street, New York 
ity. 

National Retail Hardware Associa- 
tion, Chicago, Ilinois, June 19, 20, 21, 22 
and 23, 1922. Headquarters, Hotel Sher- 
man. Herbert P. Sheets, Secretary- 
Treasurer, Argos, Indiana. 

Master Sheet Metal Contractors’ As- 
sociation of Ohio, Zanesville, Ohio, 
July 18 and 19, 1922. W. J. Kaiser, 
Secretary, 123 East Chestnut Street, 
Columbus, Ohio. 

Annual Outing of Michigan Sheet 
Metal and Roofing Contractors’ Associa- 
tion, July 25, 26 and 27, to Grand Rapids, 
Chicago and Milwaukee. Frank E. 
Ederle, secretary, 1121 Franklin street, 
Southeast, Grand Rapids, Michigan. 

Sheet Metal Contractors’ Association 
of Pennsylvania, Hotel Lawrence, Erie, 
Pennsylvania, July 27 and 28, 1922. W. 
F. Angermyer, secretary, 714 Home- 
wood Avenue, Pittsburgh, Pennsylvania. 


Retail Hardware Doings 























Illinois. 


E. R. Dunnagan, who has been man- 
ager of the hardware store of J. D. 
Gillespie and Company, of Downers 
Grove, has purchased the store from ¢he 
owners. The firm name will be changed 
to The Downers Grove Hardware Com- 
pany. 

A new hardware store has been opened 
by the Ogden Hardware Company on 
Ogden and Forest avenues, Brookfield. 
John Bozata is the proprietor. 

A. J. Vander Vennet, at one time in 
the hardware business at Moline, has 
‘purchased the hardware stock of Hem- 
mingson Brothers Hardware Store at 
1417 Sixth avenue, - Moline. 

Alva Wright will open a hardware 
store in the Hunt Building, Ramsey, as 
soon as the vacant storeroom is re~ 
modeled. 

Towa. 

E. W. Holbrook has sold his hard- 
ware store at Charles City to the Shuir- 
man Hardware Company of Keewatin, 
Minnesota, and will operate another store 
at that place. Mr. Joseph Shuirman will 
be in charge of'the store at Mason City. 

The hardware store of J. H. Clark 
& Son, of Farragut, has been damaged 
by fire. 

The E. J. Riegel Hardware Store of 
Inwood, has been sold to J. W. West. 

C. F. Gardner has purchased the Fred 
Welp Hardware Store in Blairsburg. 

Michigan. 

The Eray Hardware Company of Sag- 
inaw has been incorporated with an au- 
thorized capital stock of $12,000. . .- 

The Wilcox Hardware Company of 
Adrian has been damaged by fire. The 
loss is estimated at $15,000. 

James Smith has sold his interest in 
the hardware stock of Smith and Smith 
at Birch Run, to Ola Thompson. The 
business will be continued under the 
name of Smith and Thompson. 

Minnesota. 


Decker Brothers Hardware Store, of 
Austin. will onen a branch store at Lans- 
ing. They have purchased the R. J. 
Chaffee hardware store at that place. 
E. .R. Hacmac is the manager of the 
new store. 

Missouri. 

August Berghofer has purchased the 
hardware stock of the Bier Hardware 
Company at Palmyra. 
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Study and Interpretation of Advertisements. 


You Can Make Your Advertisements More Gainful by Avoiding 
the Faults and Profiting by the Good Qualities of Others. 


At several of the hardware con- 
ventions this year when the topic 
of automobile accessories was un- 
der consideration through the Ques- 
tion Box, dealers spoke of the 
profits to be made from the sale of 
tires, provided they were properly 
advertised. 

Here is an advertisement of tires 
in which price is the magnet. 

It appeared in the Racine Call, 
Racine, Wisconsin. 

The reason given by the Hoernel 
Hardware Company for being able 
to offer big values at small prices is 
that the Company is a “direct fac- 
tory dealer.” 

The advertisement is typograph- 
ically well proportioned and has 

. 


¢:. $23.10 | AS A Ee $29.85 | 


Direct Factory Dealer 


we are enabled to give you the 


Greatest Tire Values 














ever provided [res 
[ sias| $7. 45 Racine County $8. 95 ) 
Investigaie These Prices 
Hoernel HardwareCo. 
vate RACINE, WIs. Cord 
$18.75 311 Sixth St. $37.20 






Factory Representative Latex Tires and Tubes | 


relatively just the right kind of 
emphasis. 

Although the brand of tires 
mentioned in the advertisement is 
not as widely known as are others 
which are naturally advertised, yet 
it has the advantage of at least 
being easy to identify. 

It is reasonable to suppose that 
Hoernel Hardware Company, being 
well established in business and 
holding the good will of numerous 
customers, would not lend its name 
to a make of tires which fails to 
give satisfaction. 

* * * 

A good-natured pun puts the av- 

erage person in pleasant humor. 


That is the reason why most 
readers would receive an agreeable 
impression from the advertisement 
of Williams-Counsell Hardware 


SPRING IS HERE 
Prepare For That Garden 
and Lawn Now 


We have ull line of Gar vae"g ats rdgn Seeds beth un tu 





1d pacha Lawn Seed 

Spetin Forks 

ad Ge ok All Purposes ne rie 
"1.10 

PM ecitingy Hoes 
Ves — ' = Ladies and Gents 
ee 


Rakes 
"SOc " 75¢ : a 


WILLIAMS-COUNSELL HDW. CO. 











Company, which is reproduced 
herewith from the Waukesha Free- 
man, Waukesha, Wisconsin. 

The pun appears in the part of 
the advertisement featuring hoes. 
But it is not the kind of hose for 
display. 

Women as well as men can use 
garden hoes to the advantage of 
their health. 

This advertisement merits ap- 
proval because of its conspicuous 
quotation of prices. 

ee ¢ 

Opinion is sharply divided among 
advertising experts as to the value 
of retail publicity in which no inti- 
mation of prices is given. 

An example of this kind of pub- 
licity is shown herewith in the ad- 











i| LEr US FIGURE WITH You — {! 

on the Uhuedware, Paint and Varnish for that ii 
New Hoine in 

—Our Pats are guaranteed and our hue in 

| cludes Tlouse Paint, Roof Paint, Rooting 

| Coment, Sungle Stuns and Kulsomine. 

WI Lect us shew you hew cheap yeu can paint 
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Wrigat Bros. Hardware Co. 














vertisement of W right Brothers 
Hardware Company, which ap- 
peared in the Vicksburg Post, 


‘Vicksburg, Mississippi. 


This advertisement is a general 
statement of the firm’s willingness 
to figure closely on hardware, paint, 
and varnish for new dwellings. 

No particular brands of commod- 
ities are mentioned nor any prices 
stated. 

In general text of this character, 
of course, it is not practical to go 
into details. 

The purpose of the advertise- 
ment is to prepare the way, no 
doubt, for more specific advertising 
messages to follow. 

ok * * 

The offer to help the fisherman 
select the right outfit is a genuine 
proffer of service sure to be appre- 








READY FOR FISHING TIME 


Whether yeu are ao amateur fiaherman or 6 
second Isaac Walton, you'll get a lot of satisfaction 
in choosing fishing needs here—rods that “hang” 
just right—fisbing lines, hooks, flies, bait, baskets, 
floats, nets- -everything for catching the fish is well 
represented. We will be glad to help you select the 


right outfit. 


Buckeye Hardware Co. 











ciated by a big majority of prospec- 
tive customers. 

This is a commendable feature of 
the advertisement of Buckeye 
Hardware Company, 
herewith from the Findlay Repub- 
lican, Findlay, Ohio. 


reproduced 


However, the advertisement 
could be strengthened by mention 
of one or two things generally used 
by the fisherman and the price or 
range of prices could be stated for 
the purpose of giving a more defi- 
nite idea of what the customers may 
expect from the Buckeye Hardware 
Company. 
* * aS 

Watch every detail of your busi- 
ness, and guard your purchases and 
sales ever so closely so that you 
don’t go beyond your depth. 
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Facts of Warm Air Heating and Ventilating. 


Reports of Progress in Warm Air Heater Research Work. 
Ventilating Factories, Theatres and Other Buildings. 


Gives Out Program of Heating 
Engineers’ Convention. 


Stating that the meeting will be 
of more than ordinary importance, 
C. W. Obert, secretary American 
Society of Heating and Ventilating 
Engineers, has issued the following 
tentative program for the semi-an- 
nual convention of the organization, 
which is to be held June 6 and 7 
in Buffalo, New York, and June 
&, 9, and 10, in Detroit, Michigan: 


Buffalo, New York. 


FIRST SESSION. 
Tuesday, June 6, 10 a. m. 
BUSINESS SESSION. 

Address of Welcome. 

Response by President Jay R. McColl. 

Annual Reports of Chapters. 

Report of Committee on Code for 
Testing Fans. 

Report of Committee on Installation 
of Furnaces. 

Report of Committee on Guide Pub- 
lication. 

Paper: Relation of Architect and En- 
gineer, by E. T. Bradley. 

SECOND SESSION. 
Tuesday, June 6, 2 p. m. 
PROFESSIONAL SESSION. 

Paper: Comparative Tests of Auto- 
matic Ventilators, by J. P. Calderwood, 
A. J. Mack, C. J. Bradley. 

Paper: Water Pipe Sizes for Plumb- 
ing Fixtures, by W. S. Timmis. 


Paper: Corrosion in Water Carrying 
Vessels, by J. E. McDermot. 
THIRD SESSION. 
Wednesday, June 7, 10 a. m. 
RESEARCH SESSION. 

Report of Committee on Research. 

Papers on Results of Investigations 
at Research Laboratory. 

Paper: Dustiness of Air in Granite 
Cutting Plant, by S. H. Katz, L. J. 
Trostel. 

Detroit, Michigan. 


FOURTH SESSION. 

Thursday, June 8, 10 a. m. 
SCHOOL VENTILATION SESSION. 
Paper: Detroit Public Schools, by H. 

W. Anderson. 

Paper: Ventilation Fundamentals— 
Where Does the Society Stand, by Dr. 
E. V. Hill. 

FIFTH SESSION. 
Friday, June 9, 10 a. m. 
PIPE SIZE SESSION. 

Report of Committee on Pipe Sizes. 

Pipe Size Data from the Guide. _ 

Paper: Critical Velocity in One-Pipe 
Steam System, by F. E. Gieseke. 

Paper: Dry Returns, by R. V. Frost. 

Paper: Temperature Control by Frac- 
tional Distribution of Steam, by J. A. 
Donnelly. 

SIXTH SESSION. 
Saturday, June 10, 10 a. m. 
PROFESSIONAL SESSION. 

Paper: Recent Developments in Fur- 
nace Heating, by F. R. Still. 

Paper: Air Conditioning for Sausage 
Plants, by M. G. Harbula. _ 

Paper: Engineering Conditions in 
China, by H. L. Alt. 


Estimates Warm Air Heater Efficiency by 
the Coal Value and Consumption per Hour. 


Here Is Concluding Part of Address by V. H. Parks at Meeting 
of the Western Warm Air Furnace and Supply Association. 


HE question of furnace ratings 

is one that must receive both 
serious and sane consideration by 
furnace manufacturers, if we are 
to build up our business to the plane 
to which it is entitled. 


The technicalities involved seem 
to me to be of the most simple na- 
ture; and the calculations equally 
plain which are necessary to estab- 
lish a rating that is high enough to 
satisfy the most optimistic manu- 
facturer, and at the same time come 
not only within the bounds of rea- 


con, but also bear the most critical 
analysis of heating engineers who 
are qualified, both by experience 
and research work which they have 
conducted, to pass on this matter. 


I again remind you that we are 
referring to the best authorities we 
can find for the few factors we 
need as a basis from which to work, 
in order to establish what we call an 
approximate standard per square 
foot of grate surface, for a furnace 


burning a good grade of bitumin- , 


ous coal. 


I am not going to slander Mr. 

McHenry’s rule, but I am going to 
take a slightly simpler way to 
measuring or establishing the size 
of the grate surface. 
_A great many, or at least some, 
very well informed men say you 
can not do beter than take the av- 
erage diameter of the fire pot in the 
case of a common round tapering 
pot furnace. 

That is, if the top of the pot is 
22 inches inside diameter, and the 
bottom is 18 inches, which is the 
case in a very large number of ay- 
erage furnaces, we would then have 
a grate diameter from which to 
work of 20 inches. 


As a great many furnaces do not 
quite measure up to the full catalog 
size, let us reduce this, so as to be 
conservative, to 19% inches which 
would give an area of 299 square 
inches, or 2.08 square feet of grate 
surface on which to base our cal- 
culations of the efficiency of a com- 
mon 22 inch pot furnace. 

The coal value and consumption 
per hour, which I will use, should 
not create any adverse criticism, as 
it has been, and is every day used 
aS a very approximate average. 

The coal used by Professor Wil- 
lard is given as having an analyzed 
value of 12,791 British thermal 
units per pound, and a very slight 
study of coal values as given in the 
book entitled “Steam—Its Genera- 
tion and Use,” compiled by Bab- 
cock and Wilcox Company, of New 
York, 35th edition, 2nd issue, table 
number 38, pages 177-188 inclusive, 
will convince nearly any one that a 
coal valuation of 12,800 British 
thermal units is neither low, nor 
in any way above, the average. 

It is hardly necessary to look up 
or quote authorities for the state- 
ment that 4% pounds of coal can 
be very well consumed and burned 
to ashes on one square foot of grate 
surface per hour. 
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Now, gentlemen, comes the point 
for discussion. 

Suppose, for our present needs, 
we repeat that some pessimist claims 
a hot air furnace wastes 60 per 
cent of the heat, or is only 40 per 
cent efficient. I recently talked -with 
a man who makes a very fine heavy 
cast furnace, and utilitizes a form 
of tubular horizontal radiator to 
aid in making a long fire travel. 

This man installs a number of his 
heaters in schools, and is a dili- 
gent and respected engineer, and is 
in a position to, and does, conduct 
experimental tests on jobs he has 
installed. Also, he is a gentleman 
of at least average integrity, and is 
much more inclined to talk shop 
and technical matters than he is 
boast about his furnace and sales. 
This man’s statement is, that under 
actual test they proved an over all 
efficiency of more than 70 per cent. 

In view of the two undoubtedly 
extreme claims, and also consider- 
ing the facts as we have them from 
the University of Illinois in which 
the tests ran from 54 per cent to 
59 per cent, and in which it seems 
that every possible means was 
adopted to arrive at correct data, 
I am going to assume the over all 
efficiency of a warm air furnace, 
properly installed and operated un- 
der very average conditions, will de- 
liver or transmit to the air in the 
casing, such an amount of heat that 
55 per cent of the heat units con- 
tained in the coal, after having 
made allowance for heat loss from 
the casing and hood and pipes, will 
be delivered into the rooms to be 
heated. 

I feel that in taking this over all 
efficiency of 55 per cent that unless 
the furnace has in excess of 27 
square feet of radiation per square 
foot of grate surface, and is in- 
stalled in a heated basement and the 
pipes and casing unusually well in- 
sulated, that we are getting pretty 
close to the average. 

I will therefore base my calcu- 
lations on the following factors: 
Coal value, 12,800 -heat units per 

pound. 

Grate surface, 2.08 square feet. 
Rate of combustion, pounds per 


square foot, 4%. 

Over all efficiency of furnace, 55 
per cent. 

Outside temperature, 20° 
zero. 

Inside temperature, 70° Fahrenheit. 

Register temperature, 185° Fahren- 
heit. 

Return air temperature, 65° Fahr- 
enheit. 

Difference in outside and 
temperature, 90° Fahrenheit. 
Temperature rise in furnace, 120° 

Fahrenheit. 

Velocity of air in basement pipes, 
170 feet per minute. 

1 heat unit raising the temperature 
of 55 cubic feet of air 1 degree. 
The following calculations are 

easily followed, and purely mathe- 

matical, and self explanatory. 

12,800 X 55% X 4% lbs. X 2.08 

square feet = 65,894 heat units de- 

veloped by coal burned per hour. 

65,894 X 55 3,624,170 

= = 30,201 
I20 I20 

cubic feet of air raised 120 degrees 

by 2.08 square feet of grate surface 

per hour, and is the amount or num- 
ber of cubic feet of air we will 
have to take up stairs every hour. 

170 X 12 X 60 ‘122,400 

= = 70.83 
1728 1728 

cubic feet of air delivered per hour 

by one square inch of pipe area. 

30,201 -- 70.83 = 427 square inches 

of pipe area required to deliver 

30,201 cubic feet of air per hour, 

and is the square inches of pipe 

area that 2.08 square feet of grate 
surface will supply at the factors 
stated above. 

Further: 

65,894 -- 427 = 155 heat units de- 

livered per hour by one square inch 

cf pipe area. 
Further: 
427 -:- 299 = 1.4 square inches of 


below 


inside 








pipe area supplied by one square 
inch of grate surface. 
(To Be Continued) 





Shows Appreciation of 
Salesman’s Efforts. 


The money that you get for your 
work is not all of your wages by a 
long shot. 
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Indeed, the real wages for effort 
is something far more gratifying 
than dollars and cents. | 

Shakespeare phrases it: “Our 
praises are our wages.” 

A manufacturer who pays both 
kinds of wages always has the most 
loyal and productive staff of sales- 
men, 

The biggest results in volume, 
value, and friendships come from a 
generous wage of praise—where 
praise is earned. 
manu- 


Conspicuous among the 








L. G. Colburn. 


facturers who realize this truth and 
practice it is the Meyer Furnace 
Company, Peoria, Illinois. 

In a recent statement, the Meyer 
Furnace Company declared that to 
no little extent the credit for the 
gratifying business which the Com- 
pany has enjoyed is due to the in- 
tensive and untiring effort of L. G. 
Colburn, supervisor of sales of the 
“Warm Home” Cast Furnace and 
Sectional Casing Pipeless, made by 
the Meyer Furnace Company. 

Mr. Colburn knows every qual- 
ity to the smallest detail of the 
Meyer products, whose sales he su- 
pervises. 

He is able to make friends with 
the trade because he is thoroughly 
convinced that in selling the Meyer 
Furnace Company’s “Warm Home” 
Cast Furnaces and Sectional Cas- 
ing Pipeless, he is enabling the 
dealer to make an honest profit and 
give genuine service to the cus- 
tomer. 
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Makes Effective Display at Own 
Your Home Exposition. 


The revival of building in all 
parts of the country together with 
the desire to escape the drain of 
high rentals upon income have op- 
erated strongly in creating uncom- 
mon interest in the various Own 
Your Home expositions, which are 
being conducted in the leading 
cities. 

These expositions afford oppor- 
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Peoria, Illinois, featured in the 
Hermann Brothers display, is shown 
to very good advantage. One-half 
the casing was cut away so that 
visitors could inspect the structure 
of the furnace. 

Hermann Brothers manifested 
sound judgment in featuring stand- 
ardized goods in this display such 
as gutters and down spouts made of 
Armco Iron, Rock Island registers, 
Marsh Lumber Company’s -wood 
faces, and the like. 
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Exhibit of Warm Air Heater Dealer at Own Your Home Exposition in 
Indianapolis, Indiana. 


tunity for effective display of house- 
hold conveniences and equipment. 

Naturally, it is much easier to 
sell commodities to people who are 
aiready interested in them. 

The men and women who take 
the trouble to visit the Own Your 
Home exposition are, for the most 
part, seriously considering the ad- 
visability of buying or building 
homes. 

Therefore, they are likely to be 
strongly influenced by a display of 
warm air heaters and accessories 
such as that of Hermann Brothers 
which was shown at the recent 
Own Your Home Exposition at In- 
dianapolis, Indiana. 

During this exposition, a contest 
garage was being constructed and 
Hermann Brothers had the contract 
for the tin work on that garage. 

The “Warm Home” heater made 
by the Meyer Furnace Company, 


According to its established pol- 
icy of cooperating with its dealers 
in every practical way, the Meyer 
Furnace Company, Peoria, Illinois, 
had one of its clever salesmen, M. 
J. Oliphant, in charge of the dem- 
onstrations of the “Warm Home” 
Heater for the Hermann Brothers 
exhibit. 

Experience has amply proved the 
benefits derivable from displays of 
this kind by the enterprising warm 
air heater dealers and installers. 


New Cast Warm Air Furnace 
Made by Orbon Stove Company. 


The Orbon warm air furnace 
which is manufactured by the Or- 
bon Stove Company, Belleville, Illi- 
nois, is said by the makers to be a 
high-class cast furnace at an un- 
usually low price. It is, as will be 
noted from the accompanying illus- 
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tration, of the horseshoe radiator 
type. 

Both fire pot and 
chamber are heavily corrugated, 


thus presenting additional heating 


combustion 








The New Orbon Furnace. 


surface, but the firepot is smooth 
and straight inside in order to pre- 
vent ashes: and clinkers from stick- 
ing to the sides and thereby cutting 
Gown the efficiency of the furnace. 

An extra large water pan is pro- 
vided. 

Preparations are being made to 
start a heavy advertising campaign 
to consumers for the benefit of 
those who decide to take on the Or- 
bon line of furnaces for the coming 
fall and winter. 


Joins the Sales Staff of 
Utica Heater Company. 


Announcement is made that S. 
F. Gottschalk, formerly of the 
Monitor Stove Company, has joined 
the sales staff of the Utica Heater 
Company, Utica, New York. 

He has been assigned to the ter- 
ritory embracing the states of In- 
diana and Michigan. 

His accurate and practical knowl- 
edge of warm air heaters, coupled 
with his pleasing personality and 
helpful saelsmanship, warrant the 
prediction that he will be successful 
in his new connection. 





Opportunities are pretty sure to 
come to every man. At the same 
time it’s not a bad idea to look 
around and send out a few invita- 
tions ! 
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Practical Helps and Patterns for the Tinsmith. 


Aids to the Improvement of Craftsmanship and Business. 


News from Various Branches of the Sheet Metal Trade. 


PATTERNS FOR GABLE 
WITH SCROLL ATTACHED. 


By O. W. Kothe, Principal, St. 
Louis Technical Institute, St. 
Louis, Missouri. Written espe- 
cially for American Artisan and 
Hardware Record. 


Sometimes buildings are finished 
with a gable effect with short runs 
of horizontal moulding and these 
finished in a scroll as in the sketch 
of this drawing. 


This will be much the same as 
the coping ending in a scroll we con- 
sidered some time ago. 

So here we first draw a detail of 
the moulding to be used, as shown 
by the shaded section. 

Divide this detail so the curves 
are in equal spaces, number each 
point and bend, and then project 
lines both ways. 

Draw the pitch line E-D and bi- 
sect the angle and establish the mi- 
ter E-B. After which extend the 





Pattern *B* 





—— 














Patterns for Gable With Scroll Attached. 


elevation lines until they meet as 
center line of gable. This center 
line can be moved downward to en- 
able convenient development. Space 
in the shop does not permit making 
extended spaces between miter cuts, 
and so the miters must be crowded 
together in order to ‘find space to 
develop them. Then on the other 
end as at A-F detail the scroll, 
which acts as a finish to the mould- 
ing. Now as the miter B-E is an 
equal bisection of the 2 angles, the 
same girth can be used for the ga- 
ble or the horizontal mould. 

So pick the girth from the section 
and set as in pattern “A” and also’ 
in pattern “B.” Draw  stretchout 
lines so they are parallel with the 
run of your elevation and then from 
each miter line project lines so they 
will be square to the run of eleva- 
tion until they intersect stretchout 
Join these 


lines of similar number. 
new intersections with lines and you 
have the pattern finished. The spir- 
al is already a pattern only in the 
spiral line a-b a tapering strip as at 
“M” is planted so as to set out the 
spiral. Otherwise this is all there 
is to the above development. 

Laps must bé allowed for seam- 
ing and riveting the miter joints. 


Book Shows Advantages of Brass 
and Copper in Home Building. 


How to Build a Better Home is 
the title of a book on building is- 
sued for free distribution by the 
Copper and Brass Research Asso- 
ciation of 25 Broadway, New York 
City. The book is attractively il- 
lustrated and contains information 
of value to every prospective home 
builder. 

Each phase of the home is dealt 
with in a most thorough manner. 
It offers various suggestions as well 
as answers many questions that con- 
front the home builder. 

A chapter is devoted-to the roof- 
ing problem. Illustrations show 
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various types and the proper man- 
ner to apply the material. 

One of the striking features in 
this chapter is a picture of a cop- 
per downspout that has been in use 
for 76 years and is in a perfect 
state of preservation. 

Another picture shows a costly 
junk pile of discarded galvanized 
iron downspouts that had only been 
in use a few years when the weather 
brought them to ruin. 

Another interesting chapter per- 
tains to plumbing; one to hardware 
fixtures ; one to heating, and another 
to decorations, etc. 

The contention is made that the 
everlasting metals—copper, brass 
ard bronze—would be universally 
used if it were not for their slightly 
higher cost. The book then con- 
cludes: But do you realize that 
» For 2and 8-100ths cents more on 
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the dollar you can have an everlast- 
ing copper roof ; 

For 3% mills more on the dollar 
you can have everlasting brass in 
your plumbing ; 

For 7-10oths of a mill more on 
the dollar you can avoid perpetual 
leaks and renewals by using copper 
in leaders and gutters, flashings, 
valleys, etc. 

For % of a mill more on the 
dollar you can have permanently at- 
tractive, everlasting copper, brass or 
bronze hardware. 

The Association maintains a 
building service department which 
answers, free, inquiries on brass 
pipe and pipe fittings in plumbing; 
copper in roofs, leaders, gutters, 
etc.; copper, brass or bronze in 
building hardware and fixtures. In 
other words, the department serves 
the man who builds. 


Model Sheet Metal Shop Was Outstanding 
Feature of Great Indianapolis Exhibit. 


Modern Machinery Was Shown in Operation and 
Actual Work Carried on from Layout to Completed Job. 


T is human instinct for those of 
us who are mechanically inclined 

to love good tools and to appreciate 
machinery and good tools and ma- 
chines well exhibited never fail to 
attract the attention of the mechan- 
ic. Shop is also a subject of inter- 
est and one that the student, ap- 
prentice and master mechanic finds 
pleasure in reviewing with his fel- 
low workmen. And it usually is 
the case that where enthusiasm pre- 
vails in shop topics a large share of 
the conversation is devoted to equip- 
ment. Men who are mechanics can 
well enjoy the pleasure of becom- 
ing mixed up with the tools and 
machines of their craft and review 
experiences and will not hesitate to 
appreciate the things as used in their 
craft and which are helpful in the 
success of their business. That this 
is true was easily demonstrated by 
the fact of the large number of vis- 
itors to the Model Sheet Metal- 
Shop, so well staged as the big fea- 
ture and the.center of attraction 
among over one hundred other ex- 





hibits at the recent Indianapolis con- 
vention of the National Sheet Metal 
Contractors’ Association. 

The honor for arranging and 
equipping this Model Shop fell with 
The Peck, Stow & Wilcox Com- 
pany, Southington, Connecticut, and 
because the demands as made were 
big calling for a great deal of time, 
practical thought and great expen- 
diture, this big company unflinch- 
ingly and with a wholesome spirit 
of cooperation undertook the task 
presented to them and carried it out 
with a_ high pitch of enthusiasm. 
Aside from tool rests and tool cab- 
inets, clothes lockers, catalogue 
case, shop benches, sheet iron rack, 
bar iron rack, desks, etc., one solid 
car load of machines and tools made 
up the equipment which required a 
floor space of 44x80 feet to com- 
fortably receive it. 

L. Broemel, Sales Engineer of 
The Peck, Stow & Wilcox Com- 
pany, as a writer and salesman, 
well known to the sheet metal con- 
tractor, and W. O. Seifert, western 
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representative and road asssitant to 
Mr. Broemel, were in charge of the 
exhibit. It is worthy of note and 
of a record breaking feat that these 
two men with the assistance of two 
laborers started moving into the 
space alloted them at five o’clock 
on- the morning of Monday, May 
15th, and that on the same day at 
six p. m. all equipment, tools, ma- 
chines and other paraphernalia 
were in their designated places. 

On Tuesday morning Mr. Broe- 
mel, acting as shop superintendent, 
engaged as shop foreman M. P. 
Schaeffer, sheet metal instructor of 
the Arsenal Technical School of In- 
Gianapolis. In order to provide 
sheet metal workers to carry out 
the scheme of an operating shop 
previous to the convention Mr. 
Schaeffer gave a test to his sheet 
meta! working class and the four 
students who successfully passed 
this test were engaged to work in 
this shop while the convention was 
in progress. The sheet metal con- 
tractors of Jackson, Michigan, to 
represent the schools of that city 
provided Elton Heglund of the 
West Intermediate School and Basil 
Melville of the East Intermediate 
School of Jackson. Like the boys 
from Arsenal Technical School, 
their superior workmanship won 
this opportunity in competition with 
the other boys of the sheet metal 
classes, and they greatly enjoyed 
their experience as practical work- 
ers for this convention model shop. 
Albert Hartman, who operates ‘a 
sheet metal shop at 715 Washing- 
ton avenue, Terre Haute, Indiana, 
provided his youngest apprentice, 
Virgil Garrett, and August Hart- 
man, sheet metal contractor of 725 
Wabash avenue, Terre Haute, sent 
Fred Willy, a young apprentice, to 
further carry out the scheme of an 
operating shop intended to employ 
all student labor. 

On Tuesday morning these boys 
reported for work and their jobs 
were laid out for them. They were 
instructed to file their demands for 
materials which they immediately 
did with their foreman when the 
superintendent, telephoned the sup- 
ply order of wire, rivets, sheet iron, 
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gasolene, fire pots, etc., to Tanner 
& Company and Follansbee Broth- 
ers’ Company of Indianapolis. Mo- 
tor trucks immediately delivered 
these supplies, when the shop be- 
came real active and greatly instruc- 
tive as a view of this shop offered 
in the accompanying illustration 
shows. 

It might be said that the directors 
and the stock holders of this big 
shop were represented by the sheet 
metal contractors who held their 
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when a quantity of funnels, tin 
cups, scoops and cooky cutters were 
completed and carried away as 
souvenirs by the shop visitors. 

A very interesting auto radiator 
repairing demonstration was given 
by the Tyree Auto Radiator Man- 
ufacturing Company, Chicago, IIli- 
nois, and as a test water tank is an 
essential equipment in auto radia- 
tor repairing an order for a test 
tank to be made of Number 20 
gauge iron was offered the shop. 
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iron was cut in four sections on a 
new “Pexto” combination slitting 
shear and angle iron cutter, and the 
sections when fitted to the tank af- 
ter riveting was welded at the cor- 
ners with the use of an oxy-welding 
outfit furnished by the Indiana Ox- 
ygen Company, Indianapolis. The 
seams were soaked with “Speco” 
soldering flux and the soldering 
irons were cleaned and tinned the 
up-to-date way with “Speco” solid 
sal ammoniac, five to one, which 








View of Model Sheet Shop at the Annual Convention of the National Association of Sheet Metal Contractors, Held in In- 
dianapolis, May 15th to 19th. Arranged by L. Broemel, of the Peck, Stow & Wilcox Com- 


meetings directly in the rear of the 
shop. <A live sheet metal shop is 
not alive unless it is noisy. This 
shop was, indeed, too active, so 
much that it disturbed the meetings, 
forcing shop work to be suspended 
and as a result production was con- 
siderably curtailed. Production is 
the dominating factor in shop work 
generally ; therefore, the sheet met- 
al contractors voted that they would 
take to the cellar, holding their 
meetings there and placing this shop 
on a paying basis. On Thursday 
the shop was again in full swing 


pany, Southington, Connecticut. 


The students were instructed to lay 
out a tank four feet square and 18 
inches deep, the top edge to be re- 
inforced with ‘%xIx1 inch angle 
iron. The construction of this tank 
demonstrated the new ‘“Pexto” 
eight foot brake and a 36-inch 
grooving machine, offering a very 
fine heavy soldering job effected by 
an “Everhot” self-heating soldering 
iron, loaned by the Everhot Manu- 
facturing Company, Maywood, Illi- 
nois. The angle iron was drilled 
with a portable electric drill of the 
Black & Decker make. The angle 


are products of the Special Chem- 
icals Company, Highland Park, Illi- 
nois. 

Another attractive exhibit con- 
sisted of over ninety sheet metal 
models loaned by the School of 
Applied Industries, Carnegie Insti- 
tute of Technology, Pittsburgh, and 
James S. Daugherty, Instructor, for 
the first time introduced in connec- 
tion with this exhibit his new book 
published by the Manual Arts Press 
at Peoria, Illinois, entitled “Sheet 
Metal Pattern Drafting and Shop 
Problems.” The proper develop- 
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ment of all models on exhibition are 
fully covered in this new book by 
Mr. Daughtery. 

Another unique exhibit was of- 
fered by H. M. Dexter, Instructor 
of Arts and Crafts in Sheet Metal 
of the Strong Junior High School, 
Grand Rapids, Michigan. This ex- 
hibit was confined to art craft prob- 
lems. The pieces exhibited were of 
brass, bronze, copper and sterling 
silver representing very fine work 

‘turned out by students of the above 
school in hammered hand work. 

Visitors to this shop commented 
upon the arrangement, the tools and 
machines exhibited, not a few of 
which were new models recently 
brought to a successful completion 
by The Peck, Stow & Wilcox Com- 
pany, but not as yet offered to the 
trade, as the most practical, com- 
plete and attractive shop that they 
ever had the pleasure to witness. 
Many of these visitors gave as their 
biggest reason for attending the con- 
vention the publicity that was given 
this feature. 

To have brought sheet metal con- 
tractors a great many miles to voice 
the highest commendation for the 
order of things and interest that 
this model working shop offered, 
bespeaks great praise for the Job- 
bers’ and Salesmen’s Auxiliary to 
ithe Indiana Sheet Metal Contrac- 

tors’ Association for promoting the 
idea. 

The untiring efforts of L. Broe- 
mel and W. O. Seifert are also to 
be commended. And not least Mr. 
Schaeffer, Instructor in Sheet Metal 
Work of the Arsenal Technical 
School, and the boys from that 
school as well as the Jackson, Mich- 
igan, and Terre Haute, Indiana, 
boys have demonstrated to the sat- 
isfaction of the sheet metal contrac- 
tors by their laying out of sheet 
metal patterns, the cutting of such 
patterns and with hand and ma- 
chine operations perfecting things 
of sheet metal good enough to have 
been carried away as_ souvenirs, 
that the future success of the sheet 
metal industry lies safely in the 
hands of this young generation. 

It can only be added that sheet 
metal working as a vocational sub- 
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ject has passed the experimental 
stage and is one that is being prac- 
ticed with good results by a great 
many schools, and that the subject 
is one that can be mastered by boys 
in their teens, as was demonstrated 
in this, the first Model Sheet Metal 
shop ever featured in connection 
with a National Sheet Metal Con- 
tractors’ Convention. 





Michigan Trade-marked Sheets 
Are Now on the Market. 

According to advices from Frank 
E. Ederle, secretary Michigan Sheet 
Metal and Roofing Contractors’ As- 
sociation, who made a trip to the 
American Rolling Mill Company’s 
Ashland, Kentucky, plant to watch 
the rolling of Michigan Standard 
Sheets, this new line of sheet. metal 
is now on the market. 

He reports that the grade of ma- 
terial going into these sheets will 
more than meet the requirements 





Trade-Mark Adopted by Michigan 
Sheet Metal and Roofing Contrac- 
tors’ Association. 


of the contract under which this 
mill is producing them. 

The trade-mark which this line 
of products will bear is shown in 
the accompanying illustration. It 
is the trade-mark adopted by the 
Michigan Sheet Metal and Roofing 
Contractors’ Association. 


Shipments are now being made 
to Smith-Winchester Company of 
Jackson, Edwards and Chamberlin 
Hardware Company of Kalamazoo, 
W. J. Burton Company of Detroit, 
and the W. C. Hopson Company of 
Grand Rapids, authorized distrib- 
utors of Michigan Standard Prod- 
ucts. In a very short time these 
jobbers will have a complete line of 
Pipe, Trough and Sheets bearing 
the Michigan trade-mark. 
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Towa Sheet Metal Contractors 
Will Issue Monthly Bulletin. 


The Iowa Sheet Metal Contrac- 
tors’ Association has issued its first 
monthly bulletin and one will be 
sent out every month, for the pur- 
pose of keeping the membership in- 
formed as to matters of special in- 
terest. 

From the May bulletin we note 
that the following wage scales for 
1922 have been adopted in four 
cities, the 1921 scale appearing in 
parenthesis : 

Marshalltown, 75 cents (75). 

Waterloo, 70 cents (80). 

Cedar Rapids, 80 cents (87%). 

Mason City, 80 cents (80). 

The following firms have been 
added to the membership list since 
April: 

J. F. Stevens, Decorah. 

Centerville Sheet Metal Works, 
Centerville. 

Klauer Manufacturing Company, 
Dubuque. 

Kruggel 
Rockwell. 

Cahill Sheet Metal Works, Sioux 
City. 

IIten & Taege, 
Cedar Rapids. 

L. E. Glaza Company, Waterloo. 


Hardware Company, 


Incorporated, 





May Take Steps to Prevent 
Fraudulent Brass Products. 


The Copper & Brass Research 
Association, 25 Broadway, New 
York City, has discovered - that 
scores of imitation copper, brass 
and bronze articles are flooding the 
country. 

During the past week they re- 
ceived two clips. The steel clip re- 
tailed at 23 cents per thousand 
while the supposed brass clip, a pat- 
ented article, sold for $1.10 per 
thousand. | 

‘The supposed brass clip was test- 
ed in their laboratories and it was 
found to be a steel product with a 
brass wash covering. 

The association may take steps to 
prevent goods that are imitations or 
of very low content of the ever- 
lasting metals, being so labeled or 
advertised as brass, copper or 
bronze articles. 














a 














31 


The Titubation from an Altitudinous Site Fractured 
the Parietal Osseous Structure of Jack’s Cranium. 


In Other Words, Jack Fell Down and Broke His Crown. 


Greenberg 


Had to Tell the Story in Highbrow Words to Convince His Friend. 


Written Especially for AMERICAN ARTISAN AND HARDWARE REcorp by J. C. Greenberg, Cleveland {Ohio. 


ACK SMART has one of the 

finest sheet metal shops in town, 
and when I entered his place, ‘he 
was busy talking furnace to a new- 
ly married couple who had just de- 
cided to put in a warm air heating 
system. 

Of course, I was glad that Jack 
had a customer, so I kept at a re- 
spectful distance while he was ex- 
plaining the advantages of his fur- 
nace. 

Jack was surely busy with them. 
I listened to his sales talk, and I 
doubt if a college professor could 
have delivered better arguments in 
favor of the furnace. 

Jack knows the technique of 
warm air to a frazzle and he cer- 
tainly was handing this couple a 
fine line of technical talk. 

He explained in a fancy manner 
the theory of B. T. Us, and cross 
sections of warm pipe, and cubic 
feet of air space. 

He explained to them all about 
location and exposure—in fact, he 
told them “all” about it. 

This newly married couple lis- 
tened and tried to guess what all 
that talk meant and I guess they are 
still guessing. 

Then when Jack had finished, 
Mr. Newlywed let this slip: 

“Mr. Smart, we will look around 
a little and see what other furnaces 
are on the market. I imagine that 
your furnace is all right, but I do 
not believe I will be able to run it. 
We will see you again in a week or 
so. Good day.” 

As far as I could see, they may 
as well have said, “Good night,” 
for -Jack will never see them again. 

Jack was nettled at this Newly- 
wed finish, because he had it all 
figured out that he had sold a fur- 
nace. 

“Can you beat it?” Jack said 
warmly. “What is the use in trying 


to sell dumbells like that the best 
furnace in town? The more a man 
knows about his business the hard- 
er he falls. Here I have wasted an 
hour trying to sell them a good fur- 
nace, and then they turn me down 
fat. They do not know a good 
furnace from a barrel of potatoes.” 

I felt sorry for Jack, and I felt 
sorry for the Newlyweds. Both of 
them lost a good opportunity. 
Finally I said to Jack: 

“Jack, this turndown is all yout 
own fault. You have simply ruined 
a fine chance for a sale on which 
you would have made a good prof- 
hg 

“Where do you get this ‘my fault’ 
stuff? I know more about that 
furnace than any man in this town. 
How is it my fault?” Jack asked 
hotly. 

“Now, Jack,” I said easily, “just 
sit down and let me tell you some 
good things for your benefit. Let 
me explain why you lost this sale. 
I heard nearly all you said, and I 
want to put you right.” 

“All right,” Jack said under pro- 
test. “Shoot your wad. 
prove me wrong I'll buy the dinner 
for both of us.” 

“Agcreed!” I exclaimed with en- 
thusiasm. “In the first place, all 
that sales talk you handed them was 
too doggone technical. They did 
not understand you well enough to 
buy. You were too ‘smart’ and 
they could not follow you clearly.” 

“Too technical was I?” Jack an- 
swered. “I guess that advertising 
man in the Furnace factory is cra- 
zy. I memorized all this matter 
and I know it by heart. Step by 
step I demonstrated the furnace ac- 
cording to Hoyle and if that is not 
salesmanship, then I am _ crazy. 


That is how they sold me the same 


furnace.” 
“Jack, you are all wrong,” I ex- 


Ifeyou can ~ 


plained. “The advertising matter 
you get is for you to read. It is 
your business to explain that ad- 
vertising matter to the customer in 
a simple manner. You must be so 
simple that even a dumbell could 
understand you. Do you suppose 
that these Newlyweds took a spe- 
cial correspondence course in B. T. 
Us, and warm air installation ?” 

“I must be simple, must I?” Jack 
began excitedly. “Simple, indeed! 
I used good English, and told them 
about the furnace in the right kind 
of language. I should have spoken 
French or something, I guess.” 

“No, not French, Jack,” I said, 
“but plain, every-day, simple Eng- 
lish. The best sales are made by 
using simple words.” 

“Good Lord!” Jack exclaimed 
disgustedly. “What do you mean 
by simple English? What could I 
have said more simple than I did?” 

“Jack,” I said in easy tones, “I 
want to make you understand just 
what I mean, but in order to do 
this, I want to tell you a story 
which will explain this to 
heart’s content. 
listen ?”” 

“Sure I am,” Jack answered. “I 
am listening right now. Hop to 
it.” 


your 
Are you ready to 


This is the story I told Jack: 

“Two beautiful specimens of hu- 
man innocence and happiness, in 
that wonderfully harmonious period 
of life known as juvenescence, were 
directed on a certain occasion to 
ascend a locality of no mean prom- 
inence, and there to obtain, in a 
vessel suitable for the purpose, a 
certain aqueous fluid. 

“Tt seems, according to all tradi- 
tions, that the specimen claiming 
the sterner male sex, having ful- 
filled his mission, met an obstruc- 
tion and was projected downward 
very rapidly, and sustained a frac- 
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tured cranium. His female com- 
panion also met the aforementioned 
obstruction, and shared the same 
fate—that is, she was also project- 
ed downward in a_ heterogeneous 
inass.”’ 

That was all of the story. After 
T had finished, I asked Jack what 
the story was about. 

“What is the story about?” Jack 
repeated in a dumbfounded way, 
“What was that story about? I do 
not believe you know yourself. You 
merely slipped me a line of bunk 
that no one could have understood.” 

“Jack,” I said, “I have just told 
you a story that every little baby 
three years old knows, and you 
know it, too. I simply told you 
that— 

Jack and Jill went up the hill 
To get a pail of water. 

Jack fell down, and broke his crown 
And Jill came tumbling after. 
“You did like blazes,” Jack ex- 

claimed. “You merely tried to 

string me.”’ 

“No, Jack,” I said earnestly. “I 
really told you the story of Jack 
and Jill, but I used fancy technical 
language. You did not get it any 
better than the Newlyweds got your 
furnace sales talk. You were be- 
fuddled just as you have befuddled 
your customers. You were not sim- 
ple enough. You really told them 
how smart you were, and that is 
all. You did not use real salesman- 
ship at all. You merely made a 
high-toned noise.” 

“By George!” Jack said slapping 
his knee. “I get your drift all 
right. I see just what you mean. I 
should have talked so they could 
understand me easily. I was not 
simple enough. Some story! Some 
story, old friend. It is worth a 
thousand dollars to me. I guess I 
will buy the dinners, and at that I 
have the best of the bargain. Let’s 
go eat.” 

Now, friend sheet metal man, 
don’t get too smart in your sales 
talk. You must remember that you 
have been in business a long time, 
end technicalities are in your line. 
But please save your bread and 
butter by teaching your customers 
simple and easy understanding. 


They are not furnace trained. In 
fact, they do not know a single 
thing about the business. So why 
expect it of them? 

Tell them your sales story in their 
way and from their point of under- 
standing, and you will sell every 
time. 

Always remember this Jack and 
Jill story, and profit by it. See you 
next week. 





Additional Zideck Articles 
Are in Preparation. 


For the benefit of those who have 
been studying the articles on rad- 
iator repairing by E. E. Zideck of 
the Zideck School of Sheet Metal 
Trades, 407-413 East gist Street, 
New York City, announcement is 
herewith made that additional arti- 
cles on this subject are in prepara- 
tion and will be pulished in forth- 
coming AMERICAN 
ARTISAN AND HARDWARE REcorD. 


issues of 


Among the many favorable com- 
ments made upon this series of in- 
structive articles is the statement 
that they are written in very simple 
language and give instructions so 
practical that the average mechanic 
finds no difficulty in following 
them. 





Committee Is Busy on 
Michigan Outing. 

The committee in charge of the 
Annual Outing of the Michigan 
Sheet Metal and Roofing Contrac- 
tors’ Association—consisting of 
Frank E. Ederle, Harry Rhodes 
and Thomas I. Peacock—held its 
regular weekly session Saturday 
afternoon, May 2oth, in the office 
of the Rhodes Manufacturing Com- 
pany in Grand Rapids. 

Many suggestions were offered 
which would tend to increase the 
desirability of this trip but the orig- 
inal plan of leaving Grand Rapids 
on the night of July 25th, arriving 
in Chicago the next morning and 
going to Milwaukee that evening 
and spending Thursday, July 27th, 
in the latter city remained un- 
changed. These dates were then 
definitely decided upon. 
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Parts for “New Royal” Sewing Ma- 
chine. 


From A. E. Browder, Albion, Nebraska. 
Where can I get parts for the 
New Royal Sewing Machine? 
Ans.—You can secure them from 
the manufacturers, Illinois Sewing 
Machine Company, Rockford, IIli- 
nois. 
Patterns for Automobile Bodies. 


From Ideal Tin Shop, Fort Morgan, 
Colorado. 


Will you please inform me who 
makes and sells patterns for speed- 
ster bodies for automobiles. 

Ans.—St. Louis Technical Insti- 
tute, 4543 Clayton Avenue, St. 
Louis, Missouri. 

Corks. 
From A. E. Browder, Albion, Nebraska. 

Kindly inform me who makes 
corks that are two inches thick at 
the large end. 

Ans.—Chicago Cork Works 
Company, 1243 South Wabash 
Avenue, and L. Mundet and Son, 
Incorporated, 322 North Clark 
Street; both of Chicago, Illinois. 

Patterns for Automobile Bodies. 
From E. W. Wendel, Hinsdale, Illinois. 

Where can I| get patterns for au- 
tomobile bodies ? 

Ans.—St. Louis Technical Insti- 
tute, 4543 Clayton Avenue, St. 
Louis, Missouri. 

Repairs for E-Z-Freezer. 
From G. T. Mueller and Son, Columbus, 

Wisconsin. 

Please advise us where we can 
obtain repairs for the E-Z-Freezer. 

Ans.—Geller-Ward and Hasner 
Hardware Company, St. Louis, 
Missouri. 

Sheets. 
From S. A. Lesan, Guthrie Center, Lowa. 

Kindly tell me who makes sheets 
composed of two parts tin and one 
part lead, cold rolled or the fused 
metals only. 

Ans.—John J. Crooke Company, 
1649 Warren Avenue, Chicago, IIli- 
nois. 

. * 2 

The bet you intended to make 

but didn’t is always a safe bet. 
* * * 

Don’t think that a bluff is a good 

substitute for an education. 








33 


Descriptive Index and Guide to New Patents. 


Improved Devices Which May Save Labor in Your Shop 
or Add Another Source of Income to Your Retail Store. 


1,408,361. Spike puller. An- 
thony M. Kurzwa, Chicago, Ill. 
Filed Mar. 2, 1920. 

1,408,368. Spade knife. Owen 
Herbert Lewis, Hendrum, Minn. 
Filed Oct. 14, 1916. 

1,408,441. Ventilator. Charles 
P. Caldwell, Kansas City, Mo. 
Filed Apr. 4, 1921. 

1,408,675. Vise stand. An- 
thony J. Wimberg, Louisville, Ky. 
Filed June I1, 1921. 

1,408,692. Cooking utensil. 
John H. Curtis, Long Beach, Calif. 
Filed Dec. 23, 1920. 

1,408,743. Heater. William 
Rufus Jones, Summitville, Ind. 
Filed Aug. 14, 1920. 

1,408,793. Combination drill 
and tap. John F. Anderson, Jr., 
and James C. Masters, Indianap- 
olis, Ind. Filed Oct. 7, 1920. 


——— 1,408,675. 


Gustave 
Filed 


1,408,807. Wringer. 
H. Jantz, Wyoming, Ohio. 
July 31, 1919. 

1,408,864. Domestic washing 
machine. George Collinson, Bris- 
tol, England. Filed Mar. 19, 1921. 


1,408,869. Wringer for washing 
machines. Harold W. Eden, Al- 
ton, Ill., assignor, by mesne assign- 
ments, to Gillespie-Eden Corpora- 
tion, a Corporation of Delaware. 
Filed Aug. 13, 1917. 

1,408,958. Wrench. John H. 
Phipps and Henry F. Turner, 
Wickliffe, Ky. Filed July 23, 


1921. 
1,409,233. Washboard holder. 
Anton Pataky, Conneaut, Ohio. 


Filed July 28, 1921. 

1,409,311. Tool handle. Robert 
C. Olson, Worcester, Mass. Filed 
Oct. 4, 1920. 





for garbage 
Madigan, Red 
Filed Sept. 2, 1920. 
Ray D. 
Filed 


1,409,387. Cover 
cans. ‘Thomas V. 
Hook, N. Y. 


1,409,449. Hammer. 
Hulslander, Chicago, Ill. 
Apr. 27, 1921. 


1,409,510. High and low speed 


wrench. Walter F. Adams, Los 
Angeles, Calif. Filed Apr. 18, 
1921. 


Combination shovel 
Wilbur Quinn, Battle 
Filed Dec. 22, 1920. 


1,400,572. 
and screen. 
Creek, Mich. 


1,409,638. Chisel handle. Axel 
Leonard Zetterman, New Britain, 
Conn., assignor of one-half to Ed- 
ward Nelson, New Britain, Conn. 
Filed Apr. 20, 1921. 


1,409,679. Stove. James H. 
Dean, Chicago, Ill. Filed Nov. 15, 
1920. 





1,409,638. 






































1,408,864. . 
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Review of Conditions in the Metal Markets. 


General Situation in the Steel Industry. 


Report of 


Prices and Tendencies in Sheet Metals, Pig Iron, etc. 


PRICE OF COPPER IS 
GOING UP. 


In continuance of the advance 
which started the past week, the 
price of copper is going up. 

Few, if any, producers are will- 
ing to take orders for electrolytic 
at 1334 cents delivered for prompt 
and May shipment. 

The greater number of the do- 
mestic orders are booked at 13% 
cents delivered for May, June, and 
July shipment and for the full third 
quarter. 

May electrolytic sales to date are 
estimated 60,000,000 pounds in do- 
mestic accounts and 50,000,000 
pounds for export. 

Copper Export Association has 
taken about go per cent of the for- 
eign orders placed. ; 

Active buying of drawn and rolled 
copper products has brought about 
further substantial orders for un- 
wrought copper from wire draw- 
ers and rolling mills. 

More and more interests are 
withdrawing from the market or 
jumping up their quotations. 

Most, if not all, the large pro- 
ducers are sold up through May, 
June and very nearly through July. 

There is a very active demand 
both here and abroad; actual con- 
sumption continues to run ahead of 
production, and the copper surplus 
in the country is being eaten into 
at a rate that is most encouraging 
for those who have the metal for 
sale. 

Power transmission companies 
and other public utilities concerns 
have been actively in the market re- 
cently but buying by transportation 
companies has been light. 

The talk of electrification of rail- 
roads is not expected to bring about 
any important orders for copper in 
the near future, but there is a larger 
call for both copper and brass in 
building enterprises. 

The electrotype trade is buying 


more anodes. There is also more 
call for sheet copper and copper 
bottoms. 

Foreign consumers’ buying of 
unwrought copper has been stimu- 
lated by the stronger commercial as 
well as the improved statistical po- 
sition. 

France has been especially con- 
spicuous in the last few days, but 
there was more buying by Ger- 
many this week. 

Electrolytic is difficult to buy un- 
der 137g cents, free aboard steamer, 
New York, which is equivalent to 
147% cents, cost insurance and 
freight, European points, but few 
orders placed recently have been 
booked over 14 cents, cost, insur- 
ance and freight, by the largest in- 
terest. 

Tin. 

The production of Straits tin in 
April is given as 4,750 tons, and 
the carry over as 1,485 tons, while 
the May production is estimated at 
5,050 tons, so that we may expect 
full shipments for the present. 

Should the shipments from the 
Straits this month reach 7,000 tons, 
as estimated in some quarters, the 
visible supply of tin is likely to in- 
crease by about 2,500 tons. 

As there have been only one or 
two occasions on record when the 
shipments were as much as 7,000 
tons, it is difficult to believe that 
they will reach this amount this 
month. 

But even 6,000 tons would make 
an increase in the visible, so the 
trade is prepared to see poor statis- 
tics. 


Lead. 


The present price of lead is stim- 
ulating ore production. The de- 
mand for ore shows no abatement 
of activity. 

The official prices of the leading 
interest are unchanged at 544 New 
York and 5.25 cents per pound St. 


Louis, while in the outside market, 
sales as high as 554 cents New 
York and 5.45 cents in St. Louis 
are reported. 


There were 150 tons of lead and 
15 tons of base bullion received 
here from Mexico at the beginning 
of the week. 


Solder. 


Solder prices now in effect in the 
Chicago market are as follows: 

Warranted, 50-50, per 100 
pounds, $21.50; Commercial, 45-55 
per 100 pounds, $20.00; and Plumb- 
ers’, per 100 pounds, $18.75. 


Zinc. 


The zinc market continues strong 
and firm at 5.15 cents for St. Louis, 
but a premium of 2% points for 
each succeeding future month is 
now asked. 

An encouraging feature is the re- 
cent improvement in the demand for 
brass special and the higher grades. 

A part of this has been for roll- 
ing but there has been demand from 
the brass mills also. 


The stocks of scrap are being 
more rapidly reduced with the im- 
proved activity in brass products 
and orders for brass special are 
helping to swell the total consump- 
tion of virgin slab. 

There is a disposition on the part 
of the ore producers to increase 
their output and a considerable num- 
ber of properties are slowly moving 
back to active and regular produc- 
tion, after a long period of inac- 
tivity. 

Just how much the production 
will be increased by these additions 
can not yet be forecast but suffi- 
cient is already noted to indicate an 
increase of 1,000 to 1,500 tons, or 
from 8,500 tons to 9,000 tons out- 
put. 

It is evident, therefore, that even 
though purchases are likewise in- 
creasing there is not going to be 
very much further absorption of 
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the surplus stocks with such a pro- 
duction current. 


Sheets. 


The sheet mills are probably run- 
ning at more than 75 per cent of 
capacity. 

The leading interest is in more or 
less the same position as the inde- 
pendents, having had heavy book- 
ings in April and being sold up at 
its present operating rate into July. 

The company has had a schedule 
for weeks past of operating 90 per 
cent of its sheet mills. 

The average buyer is pressing the 
mills for better deliveries. Not a 
few buyers are in the market for 
additional tonnages. 

There is, however, a disinclina- 
tion to pay advanced prices. 

A half dozen or more mills have 
been quoting prices $5 to $7 a ton 
above the regular figures, and pre- 
sumably they are disposed to make 
early shipments at their prices, but 
it does not appear that the sales at 
higher prices involve any large ton- 
nage. 


Tin Plate. 


lor some time past a number of 
independents have been quite in fa- 
vor of the market price being ad- 
vanced, say 25 cents a box, not less, 
but this desire is hardly as wide- 
spread as it was. 

There has been no indication that 
the leading interest is in favor of 
making an advance over the $4.75 
price, and there are some important 
independent producers who hold 
much the same view. 

A point in the matter is that with 
the disappearance of rather heavier 
concessions from the standard price 
than used to be made before the 
war there has been in essence an 
advance in the market already. 

There is no question, of course, 
but that costs have been increasing, 
and costs are practically certain to 
be higher in the third quarter, chief- 
ly on account of sheet bars. 

A rough guess would be that the 
difference in sheet bars between first 
quarter and third quarter will run 
about 25 cents a box. 

Much of this, however, would be 
absorbed should the mills secure 
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the full $4.75 for third quarter de- 
liveries against the prices they real- 
ized on first quarter shipments, if 
the low export sales are included in 
the reckoning. 


Old Metals. 


Wholesale quotations in the Chi- 
cago district which should be con- 
sidered as nominal are as follows: 
Old steel axles, $15.50 to $16.00; 
old iron axles, $21.50 to $22.00; 
steel springs, $15.50 to $16.00; No. 
I wrought iron, $13.50 to $13.00; 
No. 1 cast, $15.50 to $16.00 all per 
net tons. Prices for non-ferrous 
metals are quoted as follows, per 
pound: Light copper, 8 cents; 
light brass, 414 cents; lead, 4 cents; 
zinc, 2% cents; and cast aluminum, 
II cents. 


Pig Iron. 
Pig iron melt is increasing satis- 
factorily. Foundries throughout 
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the country are getting into better 
production, many of them being ex- 
ceedingly busy and some report that 
they are securing better prices for 
their castings. 

No single industry is responsible 
for the improvement, but apparent- 
ly the entire country is moving up 
to a more active, normal basis. 
Even the machine toolmakers feel 
the revival. 

Business in the New England 
States, however, is retarded. There, 
strikes in five lines of endeavor are 
the chief cause. These include the 
important textile, shoe, granite and 
foundry industries. 

Considering the heavy selling of 
the past few weeks, it is not at all 
surprising that orders have fallen 
off generally. 

Furnaces are pressed for ship- 
ments “against existing contracts and 
stocks are decreasing. 


Steel Mills Are Well Sold Up for a Time and 
Buyers Requirements Are Fairly Well Covered. 


Activity in Structural Fabricated Steel Is Calling 
for Heavy Shipments of Bars, Plates, and Shapes. 


A A WHOLE, the steel mills 
are well sold up for a time and 
buyers’ requirements are fairly 
well covered. 

Of course, the mills may not be 
completely sold up and buyers’ re- 
quirements may not be exhaustively 
covered. 

If there is a difference in this re- 
spect in favor of sellers the fact 
will be brought out by purchases be- 
ing made at premium prices. 

There has been much quoting of 
premium prices, but thus far the 
tonnage turnover at extra prices 
has been light. 

The actual trading market will 
now furnish the crucial test. 

Activity in fabricated structural 
steel is calling for heavy shipments 
of bars, plates and shapes but fabri- 
cating shops generally have covered 
requirements for several months, 
as well as railroad shops. 

It is estimated that structural 
contracts throughout the country 
now pending amount to 150,000 to 


200,000 tons, two-thirds of which is 
developing in the eastern district. 

The sales have been very large, 
particularly in March and April, 
and steel deliveries to date have been 
very large. 

The finished steel deliveries in 
the first five months of the year, to 
the end of this month, will amount 
to about 10,000,000 gross tons, or 
at the rate of 2,000,000 tons a 
month, with shipments now pro- 
ceeding at 2,400,000 tons, while pro- 
duction in the whole of last year 
was probably slightly under 15,000,- 
ooo tons. 

Thus there appears to have been 
a very fair movement to date, sug- 
gesting that steel has accumulated 
in buyers’ hands. 

No one supposes that buyers have 
been drawing upon stocks since 
January Ist, the common testimony 
being that there were no stocks 
then, while the common idea in the 
trade is that buyers have been re- 
plenishing stocks. 











Current Hardware and Metal Prices. 


AMERICAN ARTISAN AND HARDWARE RECORD 


is the only 


publication containing Western Hardware and Metal prices corrected weekly. 





METALS 





PIG IRON. 
Chicago Foundry... 23 00 
Southern Fdy. No. 2, 24 16 to 25 16 
Lake Sup. Charcoal........ 29 00 
Malleable ..cccecess 23 00 


FIRST QUALITY BRIGHT 
TIN PLATES. 


Per Box 
Ic 14x20 112 sheets $10 00 
Ix ROGOD. «ove eccees 11 25 
IxXxX BORSS. 2 0c0c0sese 12 60 
IxXxXX BAGSS. oc cveccses 13 90 
IXXXX BOND. o.0ce keene 15 25 
Ic SOMES. cc ccnceses 20 00 
Ix Ps 6208 6ender 22 50 
IxxX 0 ee 25 20 
IXxXX eer 27 80 
IXXXX eee er 30 50 


COKE PLATES. 


Cokes, 180 Ibs... 20x28 $11 80 
Cokes, 200 lbs... 20x28 12 00 
Cokes, 214 Ibs...IC 20x28 12 35 
Cokes, 270 lbs...IX 20x28 14 10 


BLUE ANNEALED SHEETS. 
Bs 064646080465 , per 100 lbs. $3 38 


ONE PASS COLD ROLLED 
BLACK. 


No. 18-230....... per 100 Ibs. $4 10 
No. 22-24....... per 100 lbs. 4 15 
WO. Biccccccces per 100 lbs. 4 20 
BOO, BI. ccccosecs per 100 Ibs. 4 25 
ee per 100 lbs. 4 30 
He BB. ccccnces per 100 lbs. 4 40 
GALVANIZED. 
WO Bs ccccscons per 100 Ibs. $4 55 
BO. BG<BO. cccccs per 100 lbs. 4 76 
We. Bb<86..ccvcs per 100 Ibs. 4 85 
WO Bvcccccdeoce per 100 lbs. 5 00 
Bt Bi easesec ces per 100 lbs. 5 15 
arr per 100 Ibs. 5 30 
We BO. ccseseses per 100 Ibs. 5 80 
BAR SOLDER. 
Warranted. 
BO=G8 cccccss per 100 lbs. $21 50 
Commercial. 

GEES sccccns per 100 lbs. 20 00 
Plumbers ..... per 100 lbs. 18 75 
ZINC. 

Pe  scaxe hoodie kh eweeee 5 75 
SHEET ZINC. 
Gost Bete, MOG. ccccscvccocs 84%c 
Less than cask lots........ 9 
COPPER. 
Copper Sheets, base.......... 20c 
LEAD. 
Deperietin FEE csncccoctaced $5 85 
Dt cicecedsataretsenseenns 6 60 
Sheet. 
Full coils .-per 100 Ibs. 8 00 
Cut coils ..-per 100 lbs. 8 25 
TIN, 
i rrr rere. per Ib. 34% 
Ee ee per lb. 36% 


HARDWARE, SHEET 
METAL _ SUPPLIES, 
WARM AIR HEATER 
FITTINGS AND AC.- 





CESSORIES. 
ADZES 
Coopers’. 
MNOOIED ccccccdocecccesees Net 
WEED cesecenceseeseseves Net 
AMMUNITION, 


Shells, Loaded, Peters. 
Loaded with Black Powder 18% 
Loaded with Smokeless 


POG ccccecsctiescecece 18% 
Winchester. 
Smokeless Repeater 
TOES cesenvccecenes & 4% 
Smokeless Leader 
Pe ceinnkeeaew eae 20 & 4% 
Black Powder ...... 20 & 4% 
J. M. C. 
ees GD lo kenededes 20 & 4% 
DE scvweededeesenew 20 & 4% 
Deer GD ccvcsccacens 20 & 4% 


Gun Wads—per 1000. 


Winchester 7- 8 gauge 10&7%% 
sid 9-10 gauge 10&7%™ 


7 11-28 gauge 10&7% % 
ASBESTOS. 
Paper up to 1/16........ 6c per Ib. 
DONE. acc scacccese 6%c per Ib. 
Millboard 3/32 to %....6c per lb. 
Corrugated Paper (250 
sq. ft. to roll)..... $6.00 per roll 
AUGERS 
Boring Machine.......... 40&10% 
Cuspenmters Wet cocccccccces 50% 
Hollow. 
pT “gg SUT TT TE per doz. $30 00 
Post Hole. 
Iwan’s Post Hole and Well 
eeovcsegecseeseseos 30 and 5% 
Vaughan’s, 4 to 9 in., with- 
out handles per doz. $14 00 
AWLS. 
Brad. 
No. 3 Handled..per doz. $0 65 
No. 1050 Handled 40 
Patent asst’d, 1 to 4 ” 35 
Harness. 
CUNTROR wccccoce per doz. $1 05 
POCO cccccccece a 1 00 
Peg. 
Shouldered ...... vi 1 60 
a eeeaee ” 75 
Scrate 
No. Ta, Socket 
Handled ...... per doz. $2 50 
No. 344 Goodell- 
Peeee, Mat IGS... 60s 35-40% 
No. 7 Stanley....per doz. $2 25 
AXES, 
First Quality, Single 
Bitted (unhandled), 3 to 
1 Wie WE Tv ook ses 0eees $11 00 


Good Quality, Single 
Bitted, same weight, per 


Gee, covsces bhebdaeneane 10 00 
BALANCES, SPRING. 
Universal. 

Sight epetng ‘ese List less 25% 
a * Pa List less 25% 
BARS, WRECKING. 
= = Serer $0 45 
We 0 Bk Bevsacccncnced 75 
SS 2 4 eee 0°80 
et Se. eee 0 85 
vs Ge Ge Beek “Wecacavacneca 0 90 


BEVEL, TEE. 
a Rosewood handle, new 


PRC COCEHCONECCEC CEO CCS Nets 
Stanley iron handle.......... Nets 
BINDING CLOTH. 

SE wcdeccéevacevcaeenéseces 55% 

DR niet bce REtCR KCK Os oRGeE 40% 

Bs DEE cciccscvisecees 60% 

BITS. 

Auger. 
Jennings Pattern.......... et 
Pe Gas ades oeeeees 25% off 
De Gece ccccaseses 25% 4 
DE: cerengaeoneasodsanwan 5% 
Russell Jennings...... less 10% 
Clark’s Expansive........ 33% % 

DE sesessbesesewieteedave 10% 


Countersink, 
American Snailhead........ 1 75 
= DOU cecacevesces 2 00 
- PE: Scundevcenee 1 40 
Dowel. 
Russel Jennings ...... plus 20% 
Gimlet. 


Standard Double Cut Gross $8 40 


Nail Metal Single 
ares Gross $4 00—$5 00 

Reamer. 

Standard Square. ink $2 50 
American Octagon. ” 2 50 

Serew Driver. 

No. 1 Comomn....... Each 18c 
No. 236 Staniley........ Each 70c 
BLADES, SAW. 

Wood. 

Atkins 30-in. 
ore B 40 26 
$8 90 $9 45 $5 40 
Diston 30-in. 
ok. . onthe 6 66 26 
$9 45 $10 05 $9 45 
BLOCKS. 

THEO 4040604 6000008008648 20% 

DE Kxcesebenadenasdedews 20% 

BLOW TORCHES (See Firepots). 

BOARDS. 

Stove. Per. Doz 
26x26, wood lined....... $14 45 
28x28, - ” peaatee 16 95 
30x30, 9 om  amwhen 19 00 
26x26, paper lined....... 8 15 
28x2 ~ eeautee 9 10 
30x30, = ~~ geeenen 10 80 

Wash 
No. 760, Banner Globe 

eS per doz. $5 25 
No. 652, Banner Globe 

(single) .......per doz. 675 
No. 801,Brass King, per doz. 8 25 


No. 860, Single—Plain 


PUD seckécesccedtosees 6 25 
BOLTS. 
Carriage, Machine, etc. 

Carriage, cut thread, %x6 
and sizes smaller and 
ear 60 & 5% 

Carriage sizes, larger and 
longer than %x6...50 & 10% 


Machine, %x4-and sizes small- 
er and shorter 60 & 10 & 5% 





Machine, sizes larger and 
longer than %x4....60 & 5% 

BEGGS cccceceoacccccececes 80% 
Mortise, Door. 

, Ge. «spaesectenesn enue 

Gem, bronze plated........ 5% 
Barrel. 

* " RPPPTTTTTILITTT TTT ree. 

DEE ccaceweed<ceudeaee 

Wrought, bronzed 
Flush. 

WHOUEME ccccccereceesceend Yet 
Spring. 

PPP rr rere rT ert ’ 

Wreugmt, ROBVF .ccccvcecs “2 
Square. 

MUU «-k'60 cd wtbeveseonees ” 

BOXES. 

Mail. No.. 2 4 

Per doz..$18 00 $23 00 $29 00 
Cast Iron. 

BOP GOR. ccccccvccevceees $9 50 
Mitre. 

=p SECS CCE eT Net Prices 


Stearns, No. 2..per doz. $48 00 


BRACES, RAsCunE. 
Goodell- Pratt a 2 


“ “ No. 





V. & B. No, 444 8 in 
V. & B. No. 333 8 in 
V. & B. No. 222 8 in 
V. & B. No. 111 8 in 
V. & B. No. 11 8 in 
BURRS, RIVETING. 
Copper Burrs only.......... 50% 
Tinners’ Iron Burrs only....Net 
BUTTS. 
Steel, antique copper or dull 
brass a lots—. 
3%4x3%. -per dozen pairs $8 Hh 
=~ Bevel steel inside 
sets, case lots— 
oenenaeGsinn per dozen sets 7 50 
Steel bit keyed front door 
SOS, GROEN coccccccceosces 1 80 
Wrought brass bit keyed 
front door sets, each. 3 25 
Cylinder front door sets, 
BORER cacccsevescesvnsese 7 00 
CALIPERS 
NE: co vtdcnbbade~snsanseen Net 
wine and Outside .......... = 


CARRIERS. 
Hay. 

Diamond, Regular...each, nets 
Diamond, Sling...... - - 
CASTERS. 

Standard—Ball Bearing. 
hb eReees eine uh inene 50 & 10% 
Dl  anwamen esas 6060400064668 40% 
Common Plate. 
Brass Wheel ....cccccecece % 
Iron ane poor wheels, 
BO TOE senccesvcesevese 50% 
Philadelphia Plate, new 
ME. eeksasanesoesesnsces 50% 
Sg eer rerrrrrr rr Tarr 40% 
CATCHERS, GRASS. 
ee 3 — Lovessoans per doz. $12 25 
“| eens 1 


CEMENT, FURNACE, 
American Seal, 5 lb. cans, net $0 45 





10 lb. cans, “ 90 
= = 25 1b. cans, “ 1 87 
Asbestos, 5 Ib. cans..... = 45 
Pecora, & Ib. cans..... 2% 45 
” 20 TR. GREB. ccc. * 90 
" 25 Ib. cans..... —- 18 
CHAINS. 
Breast Chains. 
With Slide....doz. pairs, $5 50 
Without Slide. si 5 06 
Doublestack .. ” 9 35 
With Covert Snaps " 6 33 
Picture Chains 
Light brass, *3 ft., per doz. 1 s 
Heavy brass, 3 ft. 1 


(Morton’ ) 
-.$2 50 
3 


Sash Chain. 
Steel, per 100 ft. 





ao 
a 
— 


eee eee meee teers eeeere 


eaelas Metal.—Extra Heavy. 


soe tia Mii te dada icin noel wipe iar $9 50 
Cable Sash Chains. 
ee List Net Plus 15% 
CHALK, CARPENTERS’. 
DOD cocéicccssasese per gro. $2 00 
7 séteneeavensuens vai 2 00 
TE. «aceuhneteaana = 1 80 
Common White School 
COO kcdsccacen aed 0 30 
CHIMNEY TOPS. 
Em DAGB...ccccccecce per bag $1 80 
CHECK, DOOR. 

CORED ccccanceesteeecses Net list 
MEMO ccc cccccccocsese Net list 
CHISELS. 

Cold. 
Good quality, o% in., each $0 2. 
4 in., e 
Btamend Point. 

& B. No. 15, % = pececee 0 23 
ViagBNO is peneeee 0 43 
Firmer Bevelied. 

Round Nose. 

a oe Gee Bie wacn< 0 33 
v. & B. No. 65, Bo cccece 0 44 
Socket Firmer. 

Cape. 
V. & B. Me. 80, BH BMreceses 0 29 
V. &@ DB. We. GO, BH WBMoecccee 0 64 


CHUCKS, DRILL. 


Goodell’s, for Goodell’s Screw 
DUEVOTB. ccecces List less 35-40% 
Yankee, for Yankee Screw 
BEGVEED ccccceccecvececese $6 00 
CHURNS. 
Anti- ment Wood, 
is ~ssetsenenn 5 7 10 
Bech aia marae $3 00 $4 60 4 85 
Belle, Barrell... .cccoces 65 & 7%% 
Common Dash, 
RE,  owcncsecesce 5 7 
PEP Gibiccccesavns $17 00 19 00 
CLAMPS. 
Adjustable. 
DE  <cttnandpedeeadoee 30% 
No. 63, Screw. ..0000002020280% 
Cabinet. 
Screw .eccece e ecveccecceses 20% 
Carpenters’. 


Steel Bar..List price plus 20% 
Carriage Makers’. 
2% inch. seeeeee sper doz . a 


- * § getvenuas 00 
S a. quesiencc pis 28 00 
ee ee eee “ 42 00 
Hose. 
Sherman’s brass, %-inch 
DOP GOR 00660 560800006 0 48 
Double, brass, %- -inch, per 
GOB, cocccceccccececccce 1 2 
Saw Filers. 


Wentworth’s, No. 1, #3, *‘ No. 
2 “ot No, 3, $16.2 
LAWS, TACK. 

Wood hat No. 10..per doz. $1 15 

Forged steel, wood hdl. 15 

Belid steel ccccccccce 3 23 

GERMS 3 cccccccccccecce 50 
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CLEVISES. 
Malleable .....++++- coceeckes I 
nia 
Carolus 
me 6656084000080 ° --$2 50 
TM, Bon0c0600 0400000006080 3 25 
No. 3..++e0% evcccescee socce © 
CLIPS, 
tat ui anans awh Rins 65&5% 
amper. 
Damper. | gs tail pieces, 
POF GOB. cocccccssvcces $1 25 
Non Rivet tail pieces, 
per GOS. ..ssccor ececee 25 
Non Rivet Gc cctivess 90 
Hame. .....+-+- ceve i: 50c 
COLLARS, STOVE PIPE, 
Lacquered. ss 
Inches..... ° 5 6 7 
Fancy pattern, 
per doz...... 65c Tie $4 00 
COMPASSES. 
Carpenters’ ..cccccccccccess 15% 
COPPERS—Soldering. 


Pointed Roofing. 


3 lb. and heavier....per lb. 40c 
2 ID. ccccccccesece ° 20 48c 
i Th sisi sekaeek _ 45¢ 
2: VE ea - 55¢ 
1 BD. ccccceesesscese ” 60c 
CORD. 

Picture. 

White Wire.......... 60 & 5% 
Sash. 

Spot No. 7...-ceeees per lb. 65c 
Common, No, 7..... x 40c 
COTTERS, SPRING. 

All sizeB ...cccces sececeee sO ee 
COUPLINGS, HOSE 
WOES oc ccscccesee per doz, $2 25 
CUT-OFFS 
Standard gauge........+++++.35% 
26 GAUGE... wccccccees © cf oe B09 
CUTTERS. 

Glass. i 
Red Devil. .ccccccsescsccces Net 

Meat. 
Enterprise—Nos. 5 10 12 

Each ....$2 50 $4 25 $3 75 

Nos. 22 3 
- -++-$6 50 $8 50 
Pipe. 
Saunder’s, Nos. 1 2 3 
WAG vccccces $185 275 6 75 
Slaw and Kraut. Per doz. 
4-knife Kraut...... $20 00-55 00 
3-knife Kraut, 

OaBT OM. cccccceces 13 00-18 00 
1-knife Slaw....... 2 50 
2-knife Slaw....... 3 00 

ee 11 00 

DAMPERS, STOVE PIPE. 

Diamond. 
SG «sddbanccne per doz. $1 50 
DIGGERS. 
Post Hole. 
Iwan’s Split Handle 

(Eureka) 

4-ft. Handle...per doz. 15 00 

7-ft. Handle...per doz. 20 00 

«* seventes pattern, 

Se wsteanes Goaneee 18 00 
Dividers, Wing eeeeee ee 20+ 25% 
DRILLS. 

Bench, 
Biaghemithe’ Twist (New 
~ cine oane bonseenn sed 40% 
tiene 
Millicrs Falls No. 12, per 
POE AEE ER $ 50 
Millers Fails No. oem, per 
 eéesceseeaue sooccene Oe 6 
Hand 
Goodell’s Automatic 
yy rere each $1 60 
7. esse weseess ete 2 00 
Goodell-Pratt No. 4% ex 3 00 
Goodell-Pratt No. 379. “ 4 00 
Reciprocating. 

BOGGS O cecesececes aa 3 20 
DRIVERS, SCREW. 
REE. cincccatnnkuned -...-Nets 
EAVES TROUGH. 

75 and 15% of Standard List. 
BEE. ctkdnsciedsannnessaseaee Net 


ELBOWS—Conductor Pipe. 
Galvanized Steel, Tin and Terne 
Plain Round or Round Corrugated 

2 to 6 inch, Std. gauge ..65% 


2 to 6 inch, 26 gauge ....45% 

2 to 6 inch, 24 gauge 15% 
Milcor neneeendenes — .-Net 
Square Corrugated. 

Standard gauge ...... 02+ -50% 

a Sn cob oe ccecn bea be 35% 
MET Ses teukeasaccinndesand Net 


ELBOWS—Stove Pipe. 
1-piece Corrugated, Uniform 


Do 
DE. snsesuescansstaednceune at 
PO: cemenwne eecccecece +. 1 40 
PGR snehaeckeeenne - 1 80 


6-inch .... 

Os Mitinainnithicennuis aii acti tian 60 

Uniform, Collar Adjestabls 
OZ 


5-inch 
6-inch 
77-inch 





AMERICAN ARTISAN 


FACES, WOOD—50% off list. 
FENCING. 
Lawn fence, single space, 
PE. wewtndd dea keaadl $912 
Lawn fence, single space, 
St ~tséesenneeaceder 10 20 
Lawn fence, double space, 
GEL . skupesesbaubaces 12 50 
Lawn ~ eg double space, 
DP. :6ctntensiteaaeae 13 75 
Field fence, 26-inch, No. 10 


top and bottom 12 filling 26 50 

Same, 6 filling.......... 33 82 
Field fence, 32-inch, No. 10 

top and bottom 12 filling 30 34 


Same, 6 filling.......... 39 41 
FILES AND RASPS. 
Heller’s (American) ........ 70% 
DE § $swnnedensanéeansan 70% 
BEER sttccencnsecines 60 & 10% 
Black Diamond ..........§ 50-10% 
DE:  c<s¢se¢eteskeueeens 60-10% 
Great Western ...... -60 & 10% 
Kearney & Foot ...... 60 & 10% 
DRO scccvecccecs 60 & 10% 
DE catacewvecsaed 50-10-10¢ 

Simonds 
J. Barton Smith 
xX F 





FIRE POTS. 

Clayton & Lambert’s— 
East of west boundry 
Province of Manitoba, 


line of 
Canada, 
No. Dakota, So. Dakota, Ne- 
braska, Kansas, - Oklahoma, 
Amarillo, San Angelo and La- 
redo, MME cus tenda o+++55% 
West of 
. line 
Turner Brass Works— 


No. 43 Kerosene-Gasolene 
Master Torch, 1 qt.....$5 40 
No. 48 Kerosene- -Gasolene 
Master Torch, 1 qt. 6 73 
No. 95 Double Jet ‘Torch, 
Cee, 5 Ghccccccsace 6 95 
No. 30 Kerosene-Gasolene 
Torch, 1 qt. (new line). 
No. 33 Single Jet Gasolene 
Torch, 1 qt 
Plumbers’ Furnaces. 
No. 53 Galv. Iron Tank 
with Bulb, 7 pts....... 6 
No. 63 Galv. Iron Tank 
with Pump, 7 pts....... 7 4 
No. 56 Straight Side Steel 
Tank with Bulb, 7 pts. 8 82 


o 
cs 
oo 


No. 66 satan has” — 
Tank, with 9 54 
GALVANIZED. ‘WARE. 

Per doz. 
Pails (Competition), 8-qt....1 65 
DG, §acedseadseuedeonseces 85 
Bey “hedenesenee 60 OeaR 2 00 
CS rrr 2 30 
bad mg tubs, Pes  Be0nesannees 5 30 
Bes Bn we 600eeeeeeeseceeece 6 00 
BP «Bese ansecsctonsenvess 7 00 
GARAGE DOOR MARDW. oan 
BERMEY ccccvecscccsccoeses 
GAUGES. 
Marking, Mortise, etc........) vets 
Wire. 
NOIR si cnwnecececseses 25% 
GIMLETS. 
Dee cncécnvcces 65% and 10% 
GLASS, 
Single Strength, A and B, 
Ce Se cance tee nnsoneee 85% 
Double Strength, A and B 
Ge GE =vecedess 000044606 85% 
GLUE 
Bulk, 
MD AMNGE. ccccscccesse per lb. 35c 
D. COD cascececenes ” 40c 
H. &S. Amber. ...cces - 32c 
Liquid. 
Army & Navy....ccccceces 40% 
Le Page’s— 
Fhe SO 
aie of 
List cogwe 


GREASE, A XLE. 
Wood Boxes. 


PYOSOPE cccccces per gro. $19 +4 
Hub Lightning.......... 

Wood Pails. 

Frazer's, 15 Ib. $1.00; 25 Ib. 
$1.50 each. 

Hub Lightning, 15 Ib. 90c; 25 
lb. $1.21 each. 

- HAFTS, AWL. 
Common ........per doz. $0 35 
eg. 

Patent, plain top yin 60 
Patent, leather top ” 80 

Sewing. 

COGRMOR cecccces = 2 
Patent .ccccceces ” 55 
HAMMERS, HANDLED. 

Each, net 

Blacksmiths’, Hand, No. 0 
DE, an. 6.64966 066¢2 0000008 $1 35 

Engineers’, No. 1, 26-0z.. 1 35 

riers’, No. 7, 7-02Z...... 1 41 

Machinists’, No. 1, 7-02. 1 06 

Nail, 

Vemeeram. No. 41, o0-e8., oa 
SE No. 41%, ié- -02., 

GE. 9.00. 58000660060680% 45 
V. & B., No 11%, 16-0z., 

GOOG ccccccscccccceceses 04 
Garden City, No. 111%, 16 

OB, GBCR ccccccccsccece 77 


AND HARDWARE 





Tinner’s Riveting, No. 1, 8 
GBng GOGO “cccccvcccecrs 
Shoe, Steel, No. 1, 13 oz., 
GOGH sccveccs bs 0000 s08e0"8 73 
Tack. 
Magnetic, 

Bees GB Gs ccccosseees 1 00 
HAMMERS, HEAVY. 
SS err Tt | 0% 

Mason’s, 
Single and Double Face... .50% 
HANDLES. 


Agricultural Tool. 


4%-inch, plain...per doz. $3 50 


Auger. . 
Common Assorted, per doz.$0 75 
Pratt’s Adjustable, Nos. 

1 & 3, per GOB. ccccccces 6 00 
Ives’ Adjustable..per set 1 35 
xe. 

Hickory, No, 1....per doz. : 00 
Hickory, No. .. 00 


lst quality, second. growth é 00 


Special white, 2nd growth 4 50 
Chisel. 
Hickory, Tanged, Firmer 
Assorted ........ er doz. 55 
Hickory, Socket Firmer, ee 
Assorted per doz. 70c 
Cee TE. scccccecccoscesens 0% 
Drifting Phew .nccccccccsccs 40% 
File, assorted per doz. 30c 





Hammer and Hatchet. 
ee, E. BOP GOBeccnccesces $0 80 
or 7 growth hickory, per 20 
GO ccekecenscnenesece ds 2 
Hay and Manure Fork, Han- 
dies, Strap and Ferrule. 
per doz. "$7 00 


Screw Driver. 


AMBOTEOE cccccese ° -each 6c 
Shovel and Spade..... seeeees Net 
HANGERS. 

oor. 

Matchless ....ccccces oneal yet 

Pe voces 0060009005608 04 Net 

Richards ..ccccccccceseses 25% 
Garage Door. 

(See Garage Door Hdw.) 

Conductor Pipe. 

Iwan’s Perfection......... 50% 

Milcor Perfection »+--Net 
Eaves Trough. 
Steel hangers ...ccccccsscece 30% 
Triple twist wire. péeane te 10% 
Milcor Eclipse ...cscccsecess Net 
eee Tee ccccancccceccsel yet 
Milcor Milwaukee .......+.+. Net 

ASPS. 
Hinge, Wrought, with staples, Net 
HATCHETS, 
Per doz. 

Size No. 2 extra quality 

BOONE ccnesanecsesesedeos $16 00 
Competitive Grade ....... 12 00 
No. 2 Warranted Shingling 12 00 
Competitive Forged ...... 8 00 


HAY RACK BRACKETS 
Wenzleman’s No 
126teeneawes per ‘oz, sets $18 00 


Wenzleman’s No. 2 


sdeeseceuee per doz. sets 19 20 
HINGES, 
Blind. 
Clark’s Gravity 
Ta, Besesceesseeeses per set 45c 
SS eer. TS - 88c 
Gate. 
ROGUE. «ccoevece 1 2 3 
Hgs. & Ltch,ea. 85c 110 2 40 
Hinges only— 
DO. ceeenauneddeeotans $1 25 
RO sosnenses oeeeceeose 1 55 
Latches only— 
Bh, Badvcecesescsons each 28c 
WOO Ba ccnceccsoesocs x 28c 
Screen Door. 
SURE padceunsesed doz. $2 00 
17538—24%x2% ow ne eee - 1 95 
ae Add 10% to list 
CR se cencescecceescenns 02+ 25% 
BUROGEEED o6cccescccccecees 40% 
New Idea ...... per gross $6 90 


Wrought Iron. 
Per 100 pairs with —, 


Light Strap Hinges, No. 3 $12 00 
Heavy Strap Hinges, No.4 15 75 
Light T Hinges....No.3 12 10 
Heavy T Hinges...No.4 20 00 
Extra Heavy T Hinges, 
i6ckieneee hans an No.4 21 50 

Screw Hook and Strap. 

6 to 12 in...per 100 Ibs. $7 75 
14 to 20 in... “ = 7 50 
22 to 36 in. = = 7 25 

Screw, eects and Eye. 

»eeesees per. doz. pair $2 00 

¢ = eeneceese 3 50 

Te Be ccccccs ss a 5 00 
HOES. 

a ee vet 
OKS, 

Ausing. Pee Wee davannsce< .-Net 
DEE «caweesteseccaces 70&5% 
TORO wccccccoscseccceccQeee 
x. 

Be. coseccess 3 10 12 
DEE ocnscaes $0 29 0°77 -0 36 
Bush, 
Common Axe ee, 
DOP GOR. cccceoce -$20 00 

Chain. 

5/16 7/16 


Inch.. 4% % 
Pr. 100 $7 60-8 10 975 1150 12 %o 


RECORD 


37 


Clothes —~ ol 


Japanned. per, doz. 35c—1 00 
Galvanized. 65ce—2 25 
Conductor. 
Conductor fiooks ....... 20-10% 
i webeéusescdbevecuseun Net 
Corn, 
Common, epeted, red, » Ben oe, Net 
Little Giant. ° 
Grass, 
Common Nos. 1 3 
Per doz..$4 25 3 25 8 “0 3” 50 
Hammock, 
With plate....... per doz. $1 00 
With screw...... 5 
DS ctekeseane 50% &50% &10% 
Potato and Manure......... Nets 
HOSE. 
Per Ft. 
%-inch molded reel ....... 13%e 
%-inch 3 ply duck......... 13%ec 
%-inch 4 ply duck......... lé6c 
%-inch 5 ply multiple...... 10%e 
IRONS. 
Sad. 
Charcoal : -per doz, $11 00 
Common, polished, per 
2 errr 7 75 
No. 70 Asbestos saan $1 50 net 
No. —. “~~ _seenee 75 net 
Common, nickel sanesas 8 25 
Mrs. Pott’s, 


No. 50 J. Enterprise, per set Nets 


No, 55 J, 

No. 50 T, a = 
No. 55 T, ” - © 
JACKS. 

Wagon. 
Richard’s No. i..per doz. $15 5@ 
Oliver, 
DE: wavessnkeen $0 60 $0 8@ 
 rrrrrr err 0 00 
Standard, 
en ceceecesess $0 60 $1 0@ 
me, «een eeesees 1 3B » 
nn Gin 9606060660 400n0808% 40 
SEGE seesccnaeeceesecesecs ° 40 
KETTLES. 
DM. . crttetbbetssennbeeenen 4 
CRO «=n ccceucsceeceases 40&59 
I ea eee per lb. 27 
D> adseseneesedsonten 40&10% 
DE «ssh b os eCdrenedeceeeus 50% 
KNIVES. 
Beet Topping. 
Clyde, 9-in. Scimiter Blade 
Dh: #6060600 006 Staveeuese 25% 
CD 0000506086 000000Ren 
Butcher, 
Beechwood Handles, 6-inch 
DD \é0easeneeee cibeus 25% 
Beechwood Handles, 7-inch 
DEE ondenncenssone0sesds 25% 
Beechwood Handles, 3-inch 
DG sesntoceeneeeeusud 25% 
OE SE error 25% 
Drawing. 
DEE bese aceeseesseovee 25% 
DE aceacsnenesesene 25% 
Barton’s Carpenters’ ......25% 
ay. 
Iwan’s Solid Socket.......25% 
Pt. itnndtewbaban ee eked 25% 
Iwan’s Sickle Edge........25% 
Iwan’s Imp’d Serrated....25% 
Hedge. 
TD: vsceewsedeenedur 25% 
RPOeOOEED DUO. Revcccccences 25% 
Putty. 
SU hae weeededoeeenee 25% 
DE ses enenes wesnawe’ 25% 
Scraping. 
MOOG MORES cccscvocencs 25% 
DE assduseotceesecen 25% 
KNOBS. 
Door. 
POURE «sccreseas per doz. $2 + 
Porcelain .....++. 
BUR wasteecsinsces - 2 00 
LADDERS. 
Step. 
Common, per ft............ 8c 
Common, with Shelf, add ase 
TA Secwees eaeencaneen ee .84c¢ 
Challenge, 6 to 9 ft........ 55¢ 
BO GD BS Becccccccecceces --60¢ 
LANTERNS. 
Per doz. 
Monarch tin, hot press. « ee “+8 8 25 
Dietz No. 2 cold blast. 13 00 
meee QuRUIOP wccccccese 8 25 
Competition lanterns No. 7) 
CN. co cnentontnss cinee 6 65 
LEATHER, EAS. 
Rawhide 6 - inch -100 ft. $2 00 
%-inch .... a 4 00 
LEATHERS, PUMP. 
Valve and Plunger.........+. Net 
LEVELS, 
Disston, No. 28 Asst. -$22 05 
a No. 18, 20 in. each 1 83 
ai No. 22, 24 in..each 2 40 
ee Shafting, 6 in. 19 80 
- om 6 in. gr. glass 24 20 
- Be, BE Mececcscce 5 75 
“3 MO. 9 ABB cccccee ta 
- 24-26 in. .each 1 02 
- 28-30 in, --each 1 00 
LIFTERS, 
Stove Cover. 
Coppered ....... per gro. $6 00 
Alaska  ......... ” 4 75 
Transom, 
FPAFESWS coccsccceces eeccece 55% 











LINES. 
UD cescesscceeeeeesan per lb. 25c 
ME «<otéveeueeesoawe = 35c 
SD sacovacecklss'ons * ~— - 85c 
Braided Cotton ..... 7 52c 
; LINING, STOVE. 
ees: per crate 42c 
LOCKS. 
Barn 
No. 60 Stearns. -per doz. +9 00 
No, 80 4 00 
MACHINES 
Riveting. 
Stearns No. 1...per doz. $16 00 
Tenoning. 
No. 50 Peace’s Spoke, each $16 00 
MALLETS. 
Carpenters’. 
Fibre Head, No. 2 per doz. $16 50 
re No. 3 we 19 50 
“ No. 4 ™ 28 50 
Round Hickory 
are per doz. $3 00— 5 00 
Tinners’. 
MT eee per doz. $2 25 
MATS. 
e. 

National Rigid ...... 56&10&5% 
Acme Steel Flexible.......50% 
MEASURES. 
Galvanized, dOZ......-.ce+e. Nets 
Japanned, GOS. .....ccccccecs Nets 
MITRES. 

Galvanized steel mitres, one 

caps, end pieces, outlets. a 54 
SE 8:6 6 0 4006046 64000800000 

MOPS 

Cotton, Star (Cut Ends). 

Pounds 12’ 5’ 18’ 24’-3-0z 

Per doz. $4 00 % 35 5 50 7 00 
EXnterprise ...cccsccccccces 16% % 
rs 50&5% 

NAILS. ' 

rr rey $4 45 
St MD cccccovcesavecesae 4 45 
Wire 

CO on ccencenevevenes 3 00 
Cement Coated. 

Small Lots ...-.ccccccces 2 65 
Horseshoe. 

DED. ssenseedsseeacen 55&5 % 

Capewell ..rcccccccccceces 15 

PEE nk ceecsespeaeues 55&5% 

TEE sccacneeseeeaawe 20&5% 

Pe “a ¢ewesteueeneeeate 30&5% 
Picture. 

DeeOSD THORGS .ccccccccveces 25% 
EE cnc Wie toewaaaeaee 50&5% 
Purniture ..-scccs List plus 15% 


NETTING, POULTRY. 
Galvanized before weaving. ..50% 


Galvanized after weaving... .40% 
ee 
End Cutt 
Berg’s 13S eaish) In. 5 6 
Per dozen........ $12 60 15 20 
End and Diagonal Cutting. 
Berg’s (Swedish) In. 5 6 
Per GoOsen .....0.- $10 05, 13 00 
oof. 
Ee 40&10% 
V. & B., No. 52, each....$2 25 
NOZZLES. 
Hose. 
MEMEO ccccccocse per doz. $9 59 
eee - 6 75 
OILERS. 
Chase Pattern. 
Brass and Copper ......... 10% 
Ns tgike be ees .eed awe 20% 
Railroad. 
DL  cacdecveswcseed 33% % 
Steel. 
Copper Plated ....... 50-10-5% 
OPENERS. 
Can. 
Delmonico ..... per doz. $1 30 
Never Slip....... 65 
Crate. 
Vv. & B.....per doz. $7 25-11 00 
PAILS, 
Cream. 
14-qt. without games. 

vabeteeaekeaene doz. $9 50 
18-qt. without sauge, 

wees ahes teen per doz. 11 00 
20-qt. without gauge, 

PPrrrrT Tr Trt Te per doz. 11 75 
10-qt., IC Tin....per doz. $4 00 
12" “ “8 ‘ 5 50 

Stock. 
Galv. qts. 1 2 
Per doz.$9 ts 10 Ms 12 Ms 14 50 
Water. a 
Galvanized qts. 10 12 14 
Per doz...... $5 75 6 60 7 25 
‘ood, 
Cable, 2-Hoop “per doz. Nets 
Cable, 3-Hoop .. Nets 
Cedar, 3- Hoop, brass “ Nets 
PANS. 
DT “aise ccwans cee mueliens Net 
ommon 665000000 deneeens Nets 
MED etbCenceeoredesccoess ” 
Roasting 
Paxton, 

rer 1 2 3 4 
RT rr Nets 
DE cccceecennedumee - 


Savory. No. 200..per doz. $8 40 
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PAPER 
Roofin, Per square 
Mayor, I-ply ...ccccccscecece 1 33 
” DG evevecbenaadeas 2 24 
“ Dn 21.<6+aseceh ees 2 65 
Red Rosin ....... per ton $111 45 


Sand and Emery. 
No. 1 per ream, best grade $5 40 
No. 1, per ream, cheaper 


MG .60ceeeseuateuses 4 35 
Potato. 
Goodell’s aa, 10% 
in Ge. cadecntanecdve 6 50 
Goodell’s Saratoga, 5 in., 
 csacaeadaneeees coon © 
PICKS. 
Adze Eye Ore......++++e+- 2%% 
Drifting and *Poil Picks. ..22%% 
Plumbs, Railroad ......... 2% % 
DEENOD cocccccecsesvscsces 22% % 
PINCERS. 
Geapentese cast steel, . 

NGiach’ $0 56 0 72 $0 98 $1 03 
Blacksmiths’, No. 10....... $0 
Hleller’s ...cccceces List plus 10% 

PINS 
Clothes. 

Common, per box of 5 gro. $0 95 

Picket. 


Fluted, 15-in 


...-per doz. $1 10 
Fluted, 21-in sé an 1 60 


Spiral ..cccccees ws 1 90 
PIPE. 
Conductor. 
Plain Round and Round Corru- 
gated. 
29 Gauge ee ouerdaeaia miele T0&5% 
| ie rerrr ct ft . 70&5% 
26 re er 70&5% 
24 "  ~eebeceseeseant 70&5% 
Square Corrugated A and B an 
ctagon 
BO GOUBO  occccccccceces T0&5% 
28 6 lop swesseseeeael T0&5% 
26 - 8 §6sseedseoerecen 70&5% 
waar er Te 70&5% 


Prices for Galvanized Toncan 
Metal, Genuine O. H. Iron, Lyon- 
more Metal and Keystone C. 
on application. 

Plain Round and Round Corru- 


2 Gauge nveocsoweese 00022 40% 
Se ee 35% 

34 © guendesiosestarsans 10% 
Square Corrugated A and B 

Polygon and Octagon. 

° Gauge enetedeeneeenees 40% 
5cseeeneweneeonen 30% 

Oo  pecegncausanneaden 0% 


34 
14 and 16-oz. Copper, all de- 
signs... 10% 
Milcoe all styles and ‘gauges, Net 
Standard Gauge. 
Crated and nested...... 70&5% 
Crated, not nested...... T0&5'~ 
Portico Elbows. 
Standard Gauge Conductor Pipe, 
plain or corrugated. 


Not Nested ........++- T0&5% 
Nested solid ....+..+++-+ 70&5% 
Stove. Per 100 joints 
26 gauge, 5 inc Cc. 
MOMOE cccccecccccscece $13 50 
26 gauge, 6 inch E. C. 
MEStEd ..ncccccceccees 14 50 
26 gauge, 7 inch E. C 
EEE 04 cékéndaedageewe 16 50 
28 gauge, 5 inch E. C 
DEE cocvesececcetecs 11 50 
28 gauge, 6 inch E. C 
mested .....--secceees 12 50 
28 gauge, 7 inch E. C 
[reer 14 50 
30 gauge, 5 inch E. C 
MOMEOG cc ccccecvcccsess 9 50 
30 gauge, 6 inch E. C 
eer 10 50 
30 gauge, 7 inch E. C 
UF eee 12 50 
T-Joint Made up. 
ar Ae per 100 35 00 
—- Wall Pipe and Fit- ais 
eee ee eee ee eee eeeee JO 
Single” Wall Pipe, Round 
Pipe Fittings .......... 55° 
Galvanized and Back Iron 
Pipe, Shoes, etc......... 55% 
Mileor, galvanized .......... Net 
PLANES. 
Stanley Iron Bench.......... Net 
PLIERS. 
VV. & BD. BA Seewsvves each $0 57 
_ No. 7 Gas........ 0 60 
ac Double Duty 106. 0 56 
oi Nut No. 3....... 0 64 


Lineman’s Side Cutting. 


Berg’s 
(Swedish), In. 6 7 8 
Bik. Pol. Face, 
a esse $1070 2000 2335 
lees Nose Side Cutting. 
Berg’s (Swedish) In 
Blk. Pol. Face, aol $12 Ss 


Flat and Round N 
Berg’s (Swedish) 
Flat, In. 6 8 
BIk. Pol. Face, 
_ rare $890 1335 19 65 
Berg's (Swedien) 
Round, In. 8 
a > a lyse: 
-$1115 1630 2235 


6 
15 20 
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nT, GLAZIERS. 
No. 1, A GE Be vecaune per doz. 75ic 


pace Pasig SPOKE, 
Stearns’ No. 1 ....per doz. $10 00 
a D éeas = 12 00 


POKERS, STOVE. 
Wr’t Steel, str’t or bent, 
iipteeeeeds «can per doz. $0 75 
Nickel Plated, coil hanl’s “ 1 10 


PRESSES, FRUIT AND JELLY 
Enterprise Manufacturing Co, 25% 


‘ FeuNmns. 
Disston’s Pole -per doz. $18 00 


Water’s Improved, per doz. 60% 
Nail. 

Pe: a cecueweu per doz. $14 50 

Never-Slip. ..... - 17 00 

PULLEYS. 

Awning—Jap'a ...ncccccccces 10% 
PD, SD db tbk6c0s<0ue nue 10% 
Hay Fork. 

Iron Wheel, 5-in..per doz. $2 50 

Wood Wheel, 6- in. 2 65 

Wood Wheel, 6-in., 

Bese BES .cccce ; 3 00 

Sash. 

ee ee 

Common-Sense, 2-in ° 

Empire Pattern, 2-in.. 

BOE ccteccsevecesees 

NES. 6.0009 0686600 000800088 

PUMPS. 

Spray. 

Midget Junior. per doz. $3 75 

New Misty ...... “a 6 00 

Crescent .cccccce - 6 50 

PUNCHES. 

Conductors. 

i ere per doz. $3 00 
DED ev ccéanaeen per lb. 25 
Saddlers’. 


Common..per doz. $1 50 to $5 00 


Revolving Spring. 


Stearns, No. 10..per doz. $ 8 00 
= No. 40.. _ 16 00 
= No. 60.. 2 19 00 

Parker Metal Punch No. 

Ss +006e0s0eeasenue each $7 00 
Whitney’s Ball Bearing.. 
eoccceseos Prices on application 

PARERS. 
Apple. 
Goodell’s ....... per doz. $10 80 
Turntable ...... 40 
White Mountain - 8 40 
Reading No. 78 ” 11 40 
PUTTY. . 
Commercial Putty, 100-Ib. 
BD  sccccnewecswncoeed's oe $4 75 
RAKES 
Garden Per doz. 
Steel, Bow, 12-inch Teeth $8 50 
Steel, Bow, 14-inch 9 25 


Malleable iron, 12-in. “ 4 75 


Malleable Iron, 14-in. “ 5 00 
Hay. 

Wood, 10 Teeth. ...ccseces $4 00 
Lawn. 

SD DWH ccccnucs per doz. 5 50 
RAZORS—SAFETY. 
re per doz. $45 00 
auto BOFED ccccsce oe 45 00 
TE scervsene bees es 8 40 
Gem (3 doz. lots). oa 8 00 
Ever Ready ...... 2s 8 40 
Ever shenay’ (3 dz. lots) “ 8 00 
RAZORS—STRAIGHT. 
RAZOR STROPS. 

Gtar CHERIMG) ..ccccsccecces 50% 
REGISTERS. 

3 ete res 30% 
Steel and Semi-Steel......... son 

BN on on5 605046604 n0ns 
Adjustable Ceiling Ventilators HE 
gister Faces—Cast and Steel 
Japanned, Bronzed and Plated. 
426 00 1EEZ14. cc cccccccece lo 
Large 1 Faces—Cast, 
14x14 to 38x42........¢ lo 
Large Register Faces—Steel, 
14x14 to 38x42...... ° o 
RIDGE ROLL, 
Galvanized. 
Ce errr re - +. 70-25% 
, Bee ener 70-25-5% 
BO 05 c8suseesenenateacoanes et 
RINGS AND RINGERS 
ee ae eee 2%-in. 3-1 
Pe GOB, - 0c cccectess $2 40 $2 65 
Rea’s Improved Self- 
Piercing copper, 
‘vakiies be &é doz. 3 40 
Steel, per doz...... 1 50 1 80 
Fruit Jar. 
\ . MPereTrre Tire S perlb. 80 
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RIVETS. 
Copper Belt 
Coppered Iron 
ae 


Ham per lb. $0 3 
Slotted Clinch per asa. 60 @1 
Tubular. 
Nos. 1 and 2 assorted sizes, 
50 in box doz. Tic 
Nos. 1 and 2 assorted sizes, 
10 in box doz. 1 49 


ROPE, 
Cotton 


“. = 4 in. Com. on reels, 
he °5- .* “eee éaueanenae 
Dah acbtbbeedn ss oan dare 80c 


Sisa L 
lst quam. base 14%ctoliX%e 
Sk. Bnéossateresces 13c_ = to l4c 
nate 
~ a+ ed standard 
SE 100-0075 17%c to 18%c 
witne ahmdin 1l6c to 16%c 
Tnotwars Grade, per Ib. 12%0 
Pure Manlia. 
lst Quality, base, 

DOP TR. sesecces 17%c to 18%ec 
Hardware Grade, per lb. lle 
SAWS. 

Butchers’. 
Atkins No. 2, 14-in....... $12 20 
” ee * See 13 70 
= cS eS - Sa 15 20 
vee Bee Gy Bee cccces 15 25 
= a Uy Mac owens 17 30 
= wre TF, BOs scvcce 19 35 
- BNO. J, BSOCReccece - 21 40 
Compass. 
Atkins Dom, B BOs ccces $ 4 95 
= @ * eer 5 10 
- Blades, No. 2, 10-in. 2 95 
as = No. 2, 10-in. 3 00 
Cross-Cut. 
Atkins No. 221, 4-ft...... 2 70 
- No. 331, 6-ft...... 410 
- Pe Ds DGB cc ccs 5 45 
Flooring. 
Atkins No. 96, 16-in..... 19 95 
ve No. 96, 20-in..... 21 85 
Hand and Rip. 
Atkins No 54, 20-in..... 17 75 
No. 54, 26-in..... 22 10 
ad No. 53, 16-in..... 16 45 
y No. 53, 20-in..... 20 80 
” No. 53, 24-in..... 24 20 
” No. 53, 28-in..... 28 60 
- No. 53, 30-in..... 31 95 
Keyhole. 
Atkins No. 1, complete.. 2 80 
- No. 2, complete... 3 35 
Miter Box. 
Atkins No. 1, 4x20...... 29 70 
_ Bem B, Bilpbececss 24 55 
<3 Bre. By Gileececas 38 35 
Pruning. 
Atkins No. 20, 12-in.... 7 70 
- No. 10, 16-in.... 16 50 
ood. 
MteD Me. BOB... cccccee 8 50 
MO. BIB. ccccecve - 10 05 
ri No. Bs ccece ° 15 65 
- MO. LGB. cccccses 18 40 


SCOOPS 
Hubbard Western Futtern Biveted. 


Size A 

1.. $16 75 16 00 15 25 

4.. 1785 1710 16 35 

6.. 18 65 17 85 17 10 
SCRAPERS. 


x. 
Triangular No. 6 per doz. $6 25 


Cubic ft. 3 
With runners,ea. $7 00 6 50 6 20 


SCREEN DOOR HINGES. 
Cet WE 650000008 gross $13 00 
re is 9 50 

SCREWS. 
Bench. 


Iron, Ins. 1 1% 1 1% 
$6 82 787 9 45 16 80 
Wood, white maple, per doz. 6 00 


BEFORE wccccccscccsens 50% 
De GE Wééeecuennennsund 22% 
EE.  Newenittecneweweces eewse 30% 
Lag or Coach—all sizes, 
GNSS DONMOOE 2c cccccceses 65% 
Saw—Centennial, 
ah ses0seee 2 3 4 
Per doz...... 47c 55c Tic 90c 
F.H. Bright ...., 82% & 16% % 
ee ere 80% 
F. H. Jap’d .75 &10 & 5% 
F. H. Brass 117% &10&5% 
i. Te. SPOS. co cccees 75&10&5% 
Chest at 
%, per gross. ad -55 
Ne 10. x3 /16 per _ -75 
No. 14, %x% per gross.. .90 
SCYTHES. 
Clipper, Grass....per doz. $38 4 


Honest Dutchman 
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SETS. 
Nail. 
Square head. ...<- er doz. 1 84 
Cup point, knurled = 1 78 
Rivet. 
Farmers’ er ...per doz. 2 50 
Tinnerm® 8-4 .cccccccccece 5 75 
- SO8 ceeds cccees 3 75 


Saw 
Atkins _ A 


-per doz. % 80 
20 





Disston’s *etaiech 
A Bresdeswaes in 9 90 
Disston’s Monarch 
WO. BBs ceevsvess es 13 20 
Leach’s ........--. ™ 80 
Nash’s Hand a 3 15 
Nash’s X-Cut ” 4 20 
Stillman’s Lever.. - 1 30 
Stillman’s X-Cut.. = 2 50 
Whiting Pattern, 
NO. 31 accesses ” 7 50 
Eccentric Anvil, 
Hand No. 395, 
N. P. Norrill 
Patterm .-ccscss = 14 50 
SHEARS. 
Per Doz. 
Nickel Plated, Straight, 6” $12 90 
= “2 ss 7” 14 85 
” " “ 8” 16 80 
Japanned, Straight ....6” 11 00 
ia = Or wae 
- - one sea 
SHEAVES, SLIDING DOOR. 
Common. 
Tmehes 3 ..ccces 4 5 
Det O8t .ccess $140 175 2 40 
atfield’s. 
a set $1 80 210 2 75 25 
SHINGLES. 
Per Square 
Zinc (Illinois) ........ -++-$15 00 
SHOES, 
Comductor ....-.-+5: renenne -60% 
SHOVELS AND SPADES. 
Coal. 
Hubbard’s 
No. A B Cc D 
1 $16 00 1510 14 45 13 70 
2 1635 15 60 14 85 14 10 
3 1675 1600 16 25 14 45 
4 1710 16 35 16 60 14 85 
Post Drains & Ditching. 
Hubbard’s 
15 65 
16 00 
16 85 
16 70 
17 06 
Alaska Steel. 

EE <4. sen eek per doz. $3 50 
Long Handle ...... : 3°00 
SKATES. 

Roller. 

Ball Bearing—Boys’ ..... $1 50 
Ball Bearing—Girls’ ..... 1 60 
SNAPS, pages 
Covered Spring .......- 30% 
Tudd's Pattern eda 33 1- eon , = list 
SNATHS. 


Double Ring Bush. end doz. $ 9 75 
Patent Loop, Bush. 10 00 





Patent Loop, Grass. 
SNIPS, TINNERS’. 
Clover Leaf 40&10% 
aera -40&10% 
SOE -ccavdavesnegpesebebtaekees 50% 
SD 000t0s0009s00eennnseess Net 
SPRINGS, DOOR. 
Perfect. 
a 2 


3 5 6 7 
Per doz. 45¢ 50¢ $5e 65ce 80c 90c 


Reliance. 
Light Medium Heavy 


Per doz...$1 80 2 40 3 75 
yo gg rrr per doz. 1 65 
SPRENELES, 


LAWN. 
-per doz. $11 50 


SQUARES. 
Ss. ff rere Net 
(Add for biuing. $3.00 per doz. net) 


Mitre 


Stearn’s No. 


Re ee EO ee 
kk rrr re ” 
Try one ee ee we 
5 eset AE per doz. $6 4 
Ww interbottom’ D ccccccccsces 
STAPLES. 
Blind. 

MONOOE osccccee -per Ib. 21@22c 
Batter, Tub ...... ” 16@19c 
Fence— 

Polished ..... per 100 lbs. $5 45 

Galvanized ... ” 6 15 
Netting. 

Galvanized ....per 100 lbs. 6 54 
Wrought. 

Wrought Staples, Hasps and 
Staples, Hasps, Hooks and 
Staples, and Hooks and 
Staples ...... oseeee  D0K&1OG% 

Extra heavy ...... coccces SOS 
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STONES. 
Axe. 


Hindostan ... New Nets 
More Grit = 


WEED oscces - “ia 
Emery. 

a) ee per doz, 
Oil—Mounted. 

Arkansas Hard 

re per doz. 

Arkansas Soft 

Washita No. 717 “ - 
Oil—Unmounted. 

Arkansas Hard per Ib. New Nets 

Arkansas Soft 

Lily White .. pie 

Queer Creek.. yas = 

Washita ..... “ = 
Scythe. 

Black Diamond per gro. New Nets 

Crescent 

Green Mountain 

LaMolle 

Extra 


--per Ib. 


New Nets 


New Nets 


EE). (eda shea aivic 
Red End ..... ” ee 
STOPS, BENCH. 


= Morrill pat- 
cabs eae wh per doz. $11 00 
Stearns pat- 

= 10 00 


ns 7 00 


~~ 
No oi 


te 
No. 1s Smith pattern 
STOPPERS, FLUE. 


SN: ° ccamcewes ‘oer doz. $1 10 

Gem, flat, No. 3.. 1 00 

Gs BO: Meavcunees = 1 10 

STRETCHERS. 
Carpet. 
BualiarG’s ...cccct per doz. $3 90 
Pt wceneehe 25 
Malleable Iron. vat 70 
Perfection ....... = 6 30 
Dn ‘wadionvudande “ss 4 50 

Wire. 

O. S. Elwood, No, 1 per doz. Nets 
Oo. S. Elwood, No. 2 
SWIVELS. 

Malleable Iron ..... per Ib. $0 10 
Wrought Steel -per gro. 4 50 
TACKS, 

Bill Posters’ 6-0z., 25-lb. boxes 
DP Gk she ancnrsnesdasndene 5c 

Upholsterers’ 6-0z., 25-lb. 

SOMA DEF Dac ciscrcssccad 15%c 
TAPES, MEASURING. 
Ree TE sce wncsncces List&40% 
THERMOMETERS. 
ee Se, osc oer doz. 80c&$ 1 25 
Wood Back.. $2 00& 12 00 
UND caceeewe 12 00 
TIES. 

Bale. 

Single Loop, carload 
_ SR eer 75&7 
Single Loop, less than 
Gee Tae sccuneevswcs 70&15% 
TRAPS. 

Game with Chains. Per doz. 
Weer De BD aseceseccose 2 01 
Oneida Jump No. 1...... 2 75 
Mowneuse NE. £b .ccccccecce 5 62 


Mouse and Rat. List per Pre. 


Sure Catch Mouse Traps.$ : 7 
Vim Mouse Traps........ 70 
Short Stop Mouse Traps. ; 20 
Wood Choker Mouse 

ZOGGR, © BOB. ccceccecs 17 00 
Sure Catch Rat Traps.... 16 00 
Virm Rat Traps... csccese 16 00 


Short Stop Rat Trap.... 15 00 
Dead Easy Rat Traps.... 17 00 


eee TE WOO Rccececcese 50 00 

BED 20ccdecesesenneesens 54 00 

Packed im One Bushel Band Stave 
Baskets. 


List per bushel. 
Sure Catch Mouse Traps 


(360 TRAPS) cccccececcs t 30 
Short Stop Mouse wage 
(360 Traps) ...... 00 


Sure Catch Rat Traps” (54 


Traps) 
Short PStop Rat Traps (54 
Traps) 
Assorted Mouse and Rat Traps. 
List per bushel 


Sure Catch (216 Mouse 
Traps and 26 Rat Traps)$8 50 
Short Stop (216 Mouse 
Traps and 26 Rat Traps) 7 50 
TROWELS. 
Cement. 
Atkins No. 6........ seco a 
-  Miiscuswaeene 25 50 
DONOR to ccccccscccsceess 30% 
TUBS, WASH. 
Standard, Wood. Ex 


Nos... 3 2 1 large 
Per doz. $950 1125 1275 


o- eanteed, 


2 3 
oa doz. -13 or 15 95 18 60 
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Stearns Register Co.......... 8 
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Bail Ties. 


American Steel & Wire Co. 
Chicago, Til. 


Bearings—Damper. 


Parker Supply Co. 
” New York, N. Y. 


Bolts—Stove. 


Kirk-Latty Mfg. Co., 
Cleveland, Ohio 


Brakes—Cornice. 


Dreis & Krump Mfg. Co., 
Chicago, Ill. 


Maplewood Machinery Co., 
Chicago, Til. 


Brushes—Furnace. 


Hardware Specialty Co., 
Fort Wayne, 


Ind. 
Brass and Copper. 


Hussey & Co., C. G., 
Pittsburgh, Pa. 


Copper & Brass Research Ass’n., 
New York, N. Y. 


Builders’ Hardware. 


Bullard & Gormley, Chicago, Il. 
Cans—Garbage. 
Osborn Co., The J. M. & L. A. 
Cleveland, Ohio 
Castings—Malleable. 
Fanner Mfg. Co., Cleveland, Ohio 
Ceilings—Metal. 
Burton Co., W. J., Detroit, Mich. 


Friedley-Voshardt Co., 
Chicago, Ill. 


Hopson Co., W. C., 
Grand Rapids, Mich. 


Milwaukee Corrugating Co., : 
Milwaukee, Wis. 


Chain—Sash, 
Parker Supply Co., 
— New York, N. Y. 
Chaplets. 
Fanner Mfg. Co., Cleveland, Ohio 


Chisels. 


Vaughan & Bushnell Mfg. Co., 
Chicago, III. 


Clips—Damper. 
Carr Supply Co., Chicago, Ill. 


Waterloo Register Co., 
Waterloo, Iowa 


Coal Chutes. 


Peerless Foundry Co., 
Indianapolis, Ind. 


Sykes Co., The, Chicago, Ill. 
Cores—Auto Radiator. 


Curfman Mfg. Co., F. L., 
Maryville, Me. 


G. & O. Mfg. Co., 
New Haven, Conn. 


Cornices. 
Burton Co., W. J., Detroit, Mich. 


Friedley-Voshardt Co., 
Chicago, Ill. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Cut-Offs—Rain Water. 


Sullivan-Geiger Co., 
Indianapolis, Ind. 


Dry Paste. 
Carr Supply Co., Chicago, Ill. 


Eaves Trough 
Abbott Mfg. Co., Cleveland, Ohio 


Berger Bros. Co., 
Philadelphia, Pa. 


Burton Co., The W. J 


Detroit, Mich. 
Clark-Smith Hardware Co., 
Peoria, Ill. 
Lupton’s Sons Co., David 


Philadelphia, Pa. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 


New Jersey Zine Co., The, 
New York, N. Y. 


Elbows and Shoes—Conductor. 
American Rolling Mill Co., 


Middletown, Ohio 
Dieckmann Co., Ferdinand, 
Cincinnati, Ohio 


Lupton’s Sons Co., David, 
Philadelphia, Pa. 


Milwaukee Corrugating Co., 


Milwaukee, Wis, 


Elevators—Hand and Power. 


Kimball Bros. Co., 
Council Bluffs, 


Iowa 
Enamel—lIron. 


Black Silk Stove Polish Works, 
Sterling, III. 


Enamels—W ood. 
Cornish .& Co., J. B., Chicago, Il. 
Federal Varnish Co., Chicago, Ill. 


Fence Gates. 


American Steel & Wire Co., 
Chicago, Il. 


Fenders. 


Meyers Mfg. Co., Fred J., 
Hamilton, Ohio 


Files. 
Heller Bros. Co., Newark, N. J. 


Flux—Aluminum, 
Roesch, Geo. E., Aurora, Ill. 


Freezers—Ice Cream. 


North Bros. Mfg. Co., 
Philadelphia, Pa. 


Furnace Rings. 


Walworth Run Fdy. Co., 
Cleveland, Ohio 


Garages— Metal. 


Thomas & Armstrong Co., 
London, 


The, 
Ohio 


Grates—Camp. 


Union Steel ieteaemanes Co 


Albion, Mich, 


Guards—Fire. 


Meyers Mfg. Co., Fred J., 
Hamilton, 


Ohio 
Hammers, 


Vaughan & Bushnell Mfg. Co., 
Chicago, Il. 


Handles—Boiler. 


Berger Bros. Co., 
Philadelphia, Pa. 


Handles—File, 


Parker Supply Co., 
New York, N. Y. 


Hangers—Eaves Trough. 


W. C. Hopson Co., 
Grand Rapids, Mich. 


Heaters—Combination Hot Water. 
Melbye Bros, Co., Chicago, Ill. 


Heaters—School Room. 


Haynes-Langenberg Mfg. Co., 
St. Louis, Mo. 


Meyer Furnace Co., Peoria, Ill. 
Monroe Fdy. & Furnace Co., 
Monroe, 

Peerless Foundry Co., 
Indianapolis, Ind. 
Standard Furnace & Supply Co., 
Omaha, Neb. 


Mich. 


Heaters—Warm Air, 


American Furnace Co., 
St. Louis, Mo. 


Carr Supply Co., Chicago, Ill. 


Farquhar Furnace Co., “The 
Wilmington, 


Farris Furnace Co., 
Springfield, Ill. 


Forest City Fdy. & Mfg. Co., 
Cleveland, Ohio 


Fox Furnace Co., Elyria, Ohio 


Haynes-Langenberg Mfg. Co. 
St. aga 


Henry Furnace & Fdy. 
} Anne J Ohio 


Hess-Snyder Co., Massillon, Ohio 


Independent Stove Co., 
Owosso, Mich. 


Indianapolis, Ind. 


" Ohio 


"Mo. 


Kruse Co., 
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Heaters—Warm Air—Continued 
Lamneck Co., W. E., 
Columbus, Ohio 
Lennox Furnace Co. 
Marshalltown, Iowa 
Mahoning Fdy. Co., 
Youngstown, Ohio 
Manny Heating Supply Co. 
Chicago, Ill.. 
Meyer Furnace Co., Peoria, Ill. 
Michigan Stove Co., The, 
etroit, 
Monroe Fdy. & Furnace Co., 
Monroe, 


Mich. 


Mich. 


Orbon Stove Co., 
Bellville, 

Peerless Foundry Co., 
Indianapolis, 


Rudy Furnace Co., 
Dowagiac, Mich. 


Scheible-Monecrief Heater Co., 
Cleveland, Ohio 


Schwab & Sons o Be des 
Milwaukee, Wis. 


Standard Furnace & Supply Co., 
Omaha, Neb. 


St. Louis Heating ge. 
” 


Illinois 


Ind. 


Louis, Mo. 


Thatcher Furnace Co., 
Chicago, Ill. 


Turton Furnace Co., 
Belleville, Ill. 


Utica Heater Co., Utica, N. Y. 


Waterloo Register Co., 
Waterloo, Iowa 


Horse Shoes. 


American Steel & Wire Co., 
Chicago, Ill. 


Humidifiers, 


Haynes, Kansas City, Mo. 
Indoor Closet. 


Independent Reg. & Mfg 
Gavelina Onio 


Jobbers—Hardware. 
Bullard & Gormley Co., 
Chicago, Ill. 
Clark-Smith Hardware Co., 
Peoria, Ill. 


Kitchen Utensils. 
Lalance & Grosjean Mfg. Co., 
Chicago, Ill. 
Lath—Expanded Metal. 
Milwaukee Corrugating Co., 


Milwaukee, Wis. 
Machines—Crimping. 
Bertsch & Co., 
Cambridge City, Ind. 
Keene & Co., Geo. C., 
Cincinnati, Ohio 
Machinery—Culvert. 
Bertsch & Co., 
Cambridge City, Ind. 


Machines—Razor Blades. 


Hyfield Mfg. Co., 
New York, N. Y. 


Machines—Stove Pipe. 


Hemp & Co., St. Louis, Mo. 
Machines—Tinsmiths’. 
Bertsch & Co. 


Cambridge City, Ind. 
Dreis & Krump Mfg. Co 


Chicago, Ill. 
Ewert & Kutschied Mfg. Co., 
Chicago, Ill. 


Hemp & Co., St. Louis, Mo. 


Keene & Co., Geo. C., 
Cincinnati, 


Ohio 
Maplewood Machinery Co., 
Chicago, Ill. 


Marshalltown Mfg. Co. 
raanwen, Iowa 


Mfg. Co., W. 


Whitney A., 
Rockford, Ill. 


Whitney Metal Too] Co., 
Rockford, Il. 
Mailing Lists. 
Ross-Gould, St. Louis, Mo. 


Metals—Perforated. 
Harrington & King Perforating 
Co., Chicago, Ill. 
Miters. 


Friedley-Voshardt Co., 
Chicago, Ill. 


Nails—Slating. 
Hussey & Co., C. G., 
Pittsburgh, Pa. 
Nails—Wire. 
American Steel & Wire Co., 
Chicago, Ill. 


May 27, 1922 


Ornaments—Sheet Metal. 


Friedley-Voshardt Co., 
Chicago, Ill. 


Gerock Bros. Mfg. Co., 
St. Louis, Mo, 
Patterns—Furnace and Stove. 


Cleveland Castings Pattern Co., 
Cleveland, Ohio 


Quincy Pattern Co., Quincy, Ill, 


Shaw & Son Co., The Geo. E., 
Cleveland, Ohio 


Vedder Pattern Works, 


Troy, N. Y. 
Pencils. 


Eagle Pencil Co., New York, N. Y. 


Pipe and Fittings—Furnace. 


Carr Supply Co., Chicago, Ill, 
Dunning Heating Supply Co., 
Milwaukee, Wis. 


Henry Furnace & Fdy. Co. 
Glevetena, Ohio 

Lamneck Co., W. Le 

Columbus, Ohio 


Manny Heating Supply Co., 
Chicago, Til, 


Meyer & Bro. Co., F., 2 Til. 


Osborn Co., The J. M. & L 
Cleveland, “Tans 


Standard Furnace & Supply Co., 
Omaha, Neb. 


Pipe and Fittings—Stove. 
Hemp & Co., St. Louis, Mo, 
Meyer & Bro. Co., F., Peoria, Ill, 


Sullivan-Geiger Co. 
Indianapolis, Ind. 


Pipe—Conductor. 


Berger Bros. Co., 
Philadelphia, Pa. 


Burton Co., W. J., Detroit, Mich. 
Clark-Smith Hdw. Co., Peoria, Ill. 
Dieckmann Co., Ferdinand, 
Cincinnati, 

Friedley-Voshardt Co., 
Chicago, Ill, 


Ohio 


Hussey & Co., C. G., 
Pittsburgh, Pa. 


Lupton’s Sons Co., David, 
Philadelphia, Pa. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


New Jersey Zinc Co., The, 
New York, N. Y. 
Polish—Metal and Stove. 
Black Silk Stove Polish Co., 
Sterling, Il. 
Posts—Steel Fence, 
American Steel & Wire Co., 
Chicago, Il. 
Punches. 
Bertsch & Co. 
Cambridge City, 
Whitney Mfg. Co., W. A., 
Rockford, Til. 


Ind. 


Whitney Metal Tool Co., 
Rockford, Il. 
Punches—Combination Bench and 
Hand. 


Parker Supply Co., 
New York, N. Y. 
Punches—Hand. 
Parker Supply Co., 
New York, N. Y. 
Quadrants—Damper. 


Parker Supply Co., 
New York, N. Y. 


Racks—Canning. 
Union Steel Products Co., 
Albion, Mich. 
Racks—Stove, 
Union Steel Products Co., 
Albion, Mich. 


Ranges—Combination Gas & Coal. 
American Stove Co., St. Louis, Mo. 


Gohmann Bros. & Kahler, 
New Albany, Ind. 


Hoosier Stove Co., Marion, Ind. 


Malleable Iron Range Co., 
Beaver Dam., Wis. 


Matthews Banner Range Co., 
South Bend, Ind. 


Quick Meal Stove Co., 
St. Louis, Mo. 
Ranges—Gas. 
American Stove Co., St. Louis, Mo. 
Clark & Co., Geo. M., Chicago, Ill. 
Dangler Stove Co., Cleveland, O. 
Gohmann Bros. & Kahler, 
New Albany, 
Matthews Banner Range Co., 
South Bend, Ind. 


Quick Meal Stove Co., 
St. Louis, Mo. 


Ind. 











